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Reasonable Prices 
Unexcelled Service 
Guaranteed Quality 


Known Responsibility 


FROEDTERT GRAIN MALTING Co. 


GRAIN and FEED 
MILWAUKEE MINNEAPOLIS 


Wuo E Lse WouLp 
Do THIS FoR You? 


Geen TIME is your first big opportunity to do big business 
in 1933. So go right ahead and write down the merchan- 
dising help you want given you to get folks looking on your 
place as headquarters for chick feed and supplies this spring— 
(1) Direct-by-mail 
(2) Advertising in your local newspaper 
(3) Money-back guarantee 
(4) Live chick display 
(5) Outdoor display 
(6) Personal resale work 
(7) Window display 
(8) Localized poultry meetings 
(9) New 104-page Poultry Book 
(10) Inside selling charts 
(11) Chick program mailing 
(12) A plan for wholesale business 
(13) Radio 
(14) Farm paper advertising 
(15) Largest selling chick feed 


No question about it—these are merchandising aids that will 
bring customers your way and put money into your business. 
Every one is a sound business builder—every one is a part of the 
much talked-of new deal by Purina for feed merchants this 
spring. No wonder they’re saying everywhere, “Again Purina 
sets the pace.” Do you know of any one else offering you sucha 
line-up of merchandising helps to round up business this spring? 


Time is short. If you’re not going to be looking backward a 
few months from now, regretfully wondering how you missed 
this opportunity, do something today about this new deal that 
can be made to mean so much to you. You need not take any- 
body’s word for it. Simply ask to have the plan unfolded before 
you. You have everything to gain and nothing to lose. 


It’s the Help You Want » Sign and Mail Today 


Headquarters, PURINA MILLS 
923 Checkerboard Square, St. Louis, Mo. 


We're ready to look over the new deal for feed merchants 
that'll make our place headquarters for poultry needs and 
put money into our business this spring. 
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Firms that spend money to build good will 
are less likely to do anything that might nullify the 
effect of their advertising than firms making no such 
investment. It will pay readers to trade with 
The Feed Bag advertisers for advertisements in this 
publication are accepted only from firms of known 
financial responsibility and established business in- 
tegrity. When buying—feed, grain, allied products 
and machinery—don’t forget to boost The Feed Bag. 
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Is That 
Insurance Company Good? 


This question should be asked and 
answered to your satisfaction be- 
fore purchasing insurance today. 


Compare the financial strength of the 

MILL MUTUALS with that of any 

competitor. They are as strong finan- 

cially (dollar of surplus to dollar at risk) 
as the strongest. 


Watch for the year-end financial statements. 


The MILL MUTUALS financial condition, 
always good, 1s better than ever. 


ASSOCIATION OF MILL AND ELEVATOR 


MUTUAL INSURANCE COMPANIES 
230 East Ohio Street, Chicago, Ill. 


Mixed Cars 


of Dried Buttermilk 
Soy Bean Meal 
Alfalfa Meal and 

87 Other Ingredients 
for Mixer 

and Dealer 


Good Service — Fair Prices 
Let Us Have Your Inquiries 


La Budde Feed & Grain Co. 
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Feed Dealers.. 


INVESTIGATE 
Happy Chick 
Wormer and 
Tonic 


A quick action flock treatment for baby 
chicks and laying hens. Treats entire 
flock with minimum of labor. DOES 
NOT LOWER EGG PRODUCTION. 
Adds palatability to the feed. Increases 
Egg Fertility—Stops Coccidiosis in 3 to 5 
days. Eliminates intestinal parasites. 
Acts as general tonic and germ destroyer. 


1 Lb. Treats 170 Mature Birds 
for 15 Days 


Happy Chick 
Gas Spray 


Will check Infectious Bronchitis in 48 
hours. An effective treatment for Chicken 
Pox, and other respiratory diseases such 
as Roup, Common Colds and Diphtheria. 


Feed Dealers Wanted To Act As Distributors. 


Write for Literature and Free Samples. Use Coupon. 


Happy Chick Laboratories, Inc. 
2020 BOARD OF TRADE BLDG. 
CHICAGO, ILL. 
Subsidiary—VITALITY MILLS, Inc. 


Happy Chick Laboratories, Inc. 
2020 Board of Trade Bldg. 
Chicago, 


Send Free Sample, Literature and Prices of Happy 
Chick Wormer and Tonic and Happy Chick Gas Spray. 


Name 


Address ........ 
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FEED DEALERS 


—BY THE HUNDREDS 


Will be Arcady’s Guests 
A Century of Progress 


International Exposition 


Which opens June First on the Lake front in Chicago. 
This will be the most interesting and educational Exposi- 
tion ever held—with exhibits from all parts of the world. 


You can be our guest with all expenses paid by us— 


covering Railroad and Pullman Fares (round trip) 
Hotel and meals for the three days in Chicago (in- 
cluding a dinner at Old Heidelberg Inn at the Fair 
Grounds), admission tickets to the Exposition, and 
a sight-seeing trip of Chicago. 


ARCADY-W ONDER 
STARTING and GROWING 
Write Us Today for Details 


MEAL (vacuum-processed) of this GREAT OF F ER 


are 


—reasonably priced 
—properly balanced in pro- 


~AKRCADY FARMS MILLING 
COMPANY 


to feed. 223 W. Jackson Boulevard 


‘| CHICAGO, ILLINOIS 
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Dealers Attacking Portable Mills 
From Numerous Angles 


Trade Associations Take Lead in Fight 


AX legislation, voiding of insur- 

ance, obtaining of lower power 

rates and the reduction of grind- 

ing prices are weapons which are 
being used by dealers throughout the 
country to battle portable mill compe- 
tition. 

Movements to sponsor bills in the 
present legislative sessions which would 
levy a peddler’s tax upon the itinerant 
grinders have been launched in several 
eastern states and in Iowa and Wis- 
consin. 

Practically every dealer organization 
has special committees working with 
the power companies to obtain lower 
rates which would help to reduce oper- 
ating costs and give stationary mill op- 
erators an opportunity to quote prices 
low enough to meet those charged by 
the portables. The Central Retail Feed 
association, Northwest Feed Dealers as- 
sociation, Iowa Millers & Feed Dealers 
association, Ohio Grain, Mill & Feed 
Dealers association and the Indiana 
Grain Dealers association are among the 
groups now working on power rate re- 
ductions. 

Insurance Being Refused 

Insurance companies covering farms 
are rapidly falling in line with the 
movement of making their policies void 
during the time and for specified peri- 
ods after traveling grinders operate on 
the premises. The Farmers’ Equity 
Town Mutual Fire Insurance Co., For- 
est Junction, Wis., and the Calumet 
County Mutual Insurance Co., New 
Holstein, Wis., were among the firms 
which recently announced refusal to pay 
for losses resulting from fires started by 
portable mills. 

Some dealers are endeavoring to com- 
pete with the itinerant competition by 
operating a portable mill of their own. 
This plan in most cases results in de- 
cided losses, because of. the fact that 
the dealers are unable to make the port- 
able show a profit. S. H. Van Gorden 
& Sons, Black River Falls, Wis., and 
P. Olson, Blair, Wis., are two firms 
which have recently disposed of their 
machines, giving the idea up as a bad 
and costly experiment. 

Prices as low as 5 cents a bag are 
being quoted by the traveling grinders, 
making it impossible for stationary mill 
operators to meet the figures without 
taking heavy losses. Some dealers, how- 
ever, are fighting fire with fire or prices 


in a desperate attempt to drive the port- 
ables out of their territory. From Lan- 
caster county, Pennsylvania, where 12 
itinerant grinders are in action, comes 
a report that the operators are getting 
8 cents a sack, while the established 
mills are charging from 12 to 15 cents. 
In order to meet the competition, the 
dealers in this territory claim that it 


Local Group Organized 
To Fight Portables 


Trempealeau county feed dealers orga- 
nized a stationary millers’ association at 
a meeting held at Whitehall, Wis., Jan- 
uary 10, 1933, and discussed plans to 
foster legislation to place a tax on port- 
able mills. 

S. E. Lee, Osseo, was elected presi- 
dent; Fred F. Ruseling, Eleva, was 
named vice-president and Harry Van 
Gorden, Whitehall, was named secretary 
and treasurer of the new organization. 
Robert Dobir, Galesville, and P. Olson, 
Blair, were elected directors. 

Mr. Lee was delegated to make a 
thorough study of the portable mill sit- 
uation and formulate plans for sponsor- 
ing a bill in this session of the legisla- 
ture which would levy a tax on the it- 
inerant grinders and compel them to 
carry insurance. Wide variance between 
the price charged by stationary millers 
and portable operators for grinding were 
disclosed in the discussions at the meet- 
ing. Portables were reported to be 
charging an average of 6 cents a bag, 
which was far below the rate-of the sta- 
tionary millers. 

Reduction of power rates was also 
discussed at the meeting, and a repre- 
sentative of a power company gave a 
brief talk on the subject. Officers and 
directors of the new association were 
requested to draft a set of by-laws and 
a constitution for the organization and 
to make plans fer a meeting to be held 
in the near future. 


LLOYD JONES and Otto Neumann, 
Peru, Ind., have opened for business 
and will handle a full line of feeds and 
do custom grinding. 


PAUL C. GILBERT, former assist- 
ant manager of the Wolverine Milling 
Co., Detroit, has resigned and will enter 
the brokerage business for himself. 
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would be necessary to pull down their 
prices to a nickel a sack. 

Krueger Bros., Forest Junction, Wis., 
issued a letter to their trade on January 
30, in which they announced quantity 
prices on grinding to meet portable com- 
petition. They also emphasized the 
year ’round, dependable service offered 
by their mill as compared to the sea-. 
sonal operation of the roving grinders. 

Quantity Prices Quoted 

“Commencing January 30, our grind- 
ing rates will be reduced to 5 cents a 
bag in five-bag lots or over; 6 cents 
each for four bags; 8 cents each for 
three bags, and 10 cents each for one 
or two bags. This brings the grind- 
ing rate to where it is a matter of ex- 
changing dollars. 

“If power rates do not drop accord- 
ingly it is hard to say how long these 
rates will stay in effect. We are here 
to serve our community and try to make 
a living for ourselves. To do this we 
must make a small margin of profit. 

“This, however, is not possible at all 
times if there is one item that results 
in a CONTINUAL loss. This may 
hold true of grinding if power rates do 
not drop. The only way to overcome 
this is to do more grinding, because the 
more power consumed the cheaper the 
rate. We, therefore, earnestly solicit 
your grinding business. If we ever 
needed it we need it now. 


Stress Dependable Service 


“Grinding feeds during the winter 
months is usually profitable for the grist 
mill as well as the portable mill. If, 
however, the profits during the winter 
months are not sufficient to offset the 
losses accrued during the summer 
months, it is best not to grind feed 
during the summer months, same as the 
portables are doing. Whatever is good 
for the goose is good for the gander. 

“Both of our mills are equipped with 
electric magnetic separators. We guar- 
antee all feed ground by us to be free 
from any iron. How many portables 
are equipped with electric magnetic sep- 
arators? Surely, no livestock will thrive 
on ground up nails and iron. 

“Many of you have patronized us 
faithfully. We thank you kindly for it, 
and we earnestly request those who 
have drifted away to come back to our 
mill where we assure you of year 
’round, dependable service.” 
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J. H. BARTON, vice president of the 
National Oil Products Co., Harrison, N. 
J.. and A. V. Jay, Chicago, western 
sales manager, were visitors at the of- 
fices of The Feed Bag, January 13. 
Mr. Barton was calling on customers 
and Nopco branch offices in the Middle 
West and Mr. Jay was just back from 
Florida where he had recuperated from 
a sinus operation. 


OSCAR M. STRAUBE, manager, 
Nutrena Feed Mills, Minneapolis, is 
especially generous with his cigars these 
days. He is the proud father of a 7% 
pound son, born January 27. 


WHITNEY H. EASTMAN, presi- 
dent, William O. Goodrich Co., Milwau- 
kee, has been elected president of the 
Milwaukee Association of Commerce. 


Convention Plans Completed 
For Northwest Dealers 


nual convention of the Northwest 

Feed Dealers association which 

will be held at the West hotel, 
Minneapolis, February 23. Five noted 
speakers have been obtained for the oc- 
casion and general discussions on prob- 
lems of pertinent interest to the feed 
trade are to be held. 

The morning session will be devoted 
to routine business of the association, 
consideration of legislative measures, 
drafting of resolutions and the election 
of officers. 


P= are completed for the an- 


—Better Built Bags— 


BAG FACTORIES « COTTON MILL « BLEACHERY 


TALK AsBoutT Bacs! 


(Quoted from Customers’ Letters) 


“ .. Lordered some bags by mail 


on Sunday morning, requesting that 


a few sixes and twelves be for- 


warded by express. 


The bags 


were here Tuesday morning. This 
is not extraordinary, as | have got- 
ten every rush order | have asked 
for without delay. 


“I don’t see how it will be pos- 
sible for anyone to render better 
service than you folks do.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 
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H. A. Halvorson, commissioner in 
charge of feed and fertilizer control 
work in Minnesota, will open the after- 
noon meeting with an interesting ex- 
planation of the relationship of his de- 
partment to the feed trade. 

Helmer N. Anderson will follow with 
a discussion on how to obtain lower 
power rates, a project which the orga- 
nization has been studying for some 
time. 

Taxes as they affect feed dealers, 
truck operators and portable mills will 
be discussed in the next address by 
Gunnar B. Bjornson, chairman of the 
Minnesota tax commission. He will be 
followed by J. T. Wright, Durand, Wis., 
who will tell how he is successfully 
meeting direct truck competition in the 
feed business. 

Live sales ideas will then be related 
by H. A. Nelson, Fargo, N. D., a man 
of many years’ experience in the mer- 
chandising of feeds and seeds. J. F. 
Reed, president of the Minnesota Tax- 
payers association, will conclude the 
speakers’ program with a discussion on 
how to reduce taxes. 

Officers and directors of the associa- 
tion will also give brief messages of 
imterest to the trade. 


Frank T. Hamilton, St. Paul, Minn., 
secretary of the association, who is di- 
recting arrangements for the convention, 
reports that early reservations indicate 
a large attendance. He extends a cor- 
dial invitation to all feed dealers in the 
Northwest to attend the meeting and 
take part in the discussions. 


Ohio Dealers to Meet 
On June 6 and 7 


The Ohio Grain, Mill & Feed Dealers 
association will hold its annual conven- 
tion at the Van Cleve hotel, Dayton, 
June 6 and 7, W. W. Cummings, sec- 
retary of the organization, announces. 
An early start has been obtained in 
making preparations for the meeting 
and an exceptionally good program is 
promised. 

The association reports that many of 
its members are complaining about com- 
petition from truckers who haul grain 
and feeds into their trade territories and 
sell it direct to the farmers. In an en- 
deavor to solve this problem, a special 
committee, headed by Mr. Turner, Shaw 
Turner Co., Lancaster, has been ap- 
pointed to discover and propose a 4 
ods of curbing this competition. 

Six new members from various sec- 
tions of the state, have joined the as- 
sociation during the past month. They 
are V. E. Herter & Co., Dayton; Greene 
& Brock, Dayton; Conneaut Grain & 
Coal Co., Conneaut; J. R. Johnson, Bal- 
timore; Huston Swope & Co., Carroll, 
and George Branstool, Utica. 


ROBERT DOBIR, Minneapolis, has 
purchased the Reitmann-Davis Mill Co. 
plant, Galesville, Wis., which he will 
open soon as the Galesville Mill Co. 
The new firm will operate a 200 barrel 
rye mill, 50 barrel cereal mill and job 
wheat flour. 
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Arthur W. Clark 


Prof. F. B. Morrison 


Charles Quinn 


Business Clinics Will Be Feature 
Of Federation Convention 


Await Crowd at Syracuse February 21 and 22 


ever arranged by the Eastern 

Federation of Feed Merchants 
with many unique features scheduled 
for the meetings which will be held at 
Syracuse, N. Y., February 21 and 22. 
The merchants who arrive on February 
20 will find the registration desk ready 
and several committee meetings already 
in session. 

A distinct novelty will be the “Get 
Acquainted Room” which will be main- 
tained just off the mezzanine floor to 
provide a place near the scene of the 
convention where the delegates may 
meet one another and discuss their mu- 
tual problems. Exhibits of merchandise 
and trade publications will be displayed 
and several manufacturers of feed will 
show their advertising material. 

Four Feature Sessions 

Another departure from previous con- 
ventions will be the “Four Feature 
Business Sessions”. These will be held 
on both days of the convention and will 
include discussions of the following sub- 
jects: 

Problems of management of a retail 
feed business. This will be directed by 
merchants who have been successful in 
developing unusual methods of office 
procedure, systematic accounting, cash 
and credit practices, delivery service on 
a cost basis and a standardized billing 
system. Any questions regarding the 
conduct of a feed business may be 
asked. 

Successful sales promotion. Certain 
retail merchants have found that they 
must cultivate their existing markets 
carefully in order to expand their busi- 
ness. How they have done it success- 
fully and thereby built a new sales sys- 
tem will be outlined and discussed. 

Mechanical and technical service. 
During this discussion such matters as 
feeding values, formula arrangement, 


HE stage is set for the most mo- 
I mentous convention program 


new developments in feeding will be 
discussed under the direction of Prof. 
F. B. Morrison, co-author of Feeds and 
Feeding, and a leading authority on thé 
subject. The questions of machinery 
cost, power charges and the most satis- 
factory arrangements of machinery will 
be answered by a technical expert. 

Advertising. David K. Steenbergh, 
managing editor of The Feed Bag, and 
head of a Milwaukee advertising agency, 
will explain how to write copy that will 
produce results. Several types of ad- 
vertising mediums will be examined to 
determine which are most valuable to 
the retail trade. A discussion of the 
value of news sheets or trade papers 
which are published regularly by retail 
feed merchants will be supplemented 
with a display of such publications from 
many sections of the East. 

While the convention will actually not 
open until 8:30 a. m. on February 21, 
the officers and committee members will 
gather for conference at 8 p. m. the 
night before. At the same time, the 
registration desk will be open and a 
welcome committee will be in the “Get 
Acquainted Room.” 

Fred McIntyre to Report 

The first business session will con- 
vene at 10 a. m. on February 21, with 
President Fred McIntyre in charge. 
After a program of welcome and the 
singing of the convention theme song 
—a new version of “Happy Days Are 
Here Again’—President McIntyre will 
give a report of the activities he has 
undertaken during the past months. He 
promises many surprises to those who 
are not intimately acquainted with the 
vast work that has been carried on by 
the federation. He will be followed by 
Charles Quinn, secretary of the Grain 
& Feed Dealers National associa- 
tion, who will give a graphic picture of 
the national situation as it affects the 
feed business. Mr. Quinn is watching 
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the new developments at Washington 
and will analyze the most recent sug- 
gestions for bringing relief to the farm- 
ers. 

A luncheon conference will be held 
in the roof garden at which the Rev. 
E. J. Ferger, Buffalo, N. Y., fearless 
crusader for individual rights and lib- 
erty, will be the guest speaker. Mr. 
Ferger spoke at the recent meeting of 
the Mutual Millers & Feed Dealers as- 
sociation and many have expressed a 
desire to hear him again. 

The afternoon meeting will be de- 
voted to a discussion of the four busi- 
ness features previously outlined. Sev- 
eral retail feed merchants will be as- 
signed to assist each section of the four- 
fold program and will explain how they 
have successfully developed new meth- 
eds that increased profit or improved 
their service. 

Arthur W. Clark, of the Geneva ex- 
periment laboratory, will give an illus- 
trated talk on some of the new phases 
of his work and how it is being ar- 
ranged to be of greatest possible bene- 
fit. Immediately afterwards the dele- 
gates will be taken on a moving pic- 
ture tour to Bermuda. That feature 
will be in charge of H. H. Allen of 
New York City. 

House of Magic 

No part of the program has created 
more interest than the so-called “Howse 
of Magic,” which wil! follow the ban- 
quet on the evening of February 21. 
Ellis Manning, noted physicist of the 
General Electric Co., will speak on the 
subject, “Adventures in Science”, and 
will illustrate his talk with many of the 
wonderful experiments from the iabora- 
tories which have been cailed by Floyd 
Gibbons the “House of Magic”. The 
demand for tickets for this program has 
caused the convention committee to ask 
the retail feed merchants to make their 

(Continued on Page Twenty-one) 
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Farmer’s Present Dollar Buys Most 
If Spent for Feeds 


Ohio Professor Analyzes Price Situation 


of prices received for commodi- 

ties which he sells as compared 

with those which he purchases, 
the farmer has the advantage in buying 
feeds, V. R. Wertz, rural economics 
department, Ohio experiment station, 
told dealers who attended the feed deal- 
ers’ short course at the Ohio state uni- 
versity, January 5 and 6. Mr. Wertz 
discussed the subject of “Merchandising 
Problems of the Feed Dealer.” 

Citing the price levels of 1910 to 1914 
as compared to 1932, he pointed out that 
a farmer who paid $1.00 for farm ma- 
chinery in the former period must pay 
$1.50 for the same purchase today, 
whereas he can now buy the same 
amount of feed, costing a dollar from 
1910 to 1914, for only 62 cents. 

Feeds Are Best Buy 

“It is evident from these figures,” he 
said, “that the farmer is at the great- 
est disadvantage in the machinery mar- 
ket and has the greatest advantage in 
the feed market.” 

Other commodities listed in the fig- 
ures quoted by Mr. Wertz included 
building materials, seed, fertilizer and 
equipment and supplies. All of them, 
it was pointed out, were selling for more 


C sree se the present level 


in 1932 than in the period from 1910 * 


to 1914. 

“The sooner the prices of these goods 
come down nearer the level of all com- 
modities, he asserted, “or the sooner 
the farm prices come up to the level 
at which the farmer has to buy his pro- 
duction needs, the sooner we can ex- 
pect reasonable prosperity for agricul- 
ture. 

“Next to taxes, the outlay for feeds 
is the most important cash business ex- 
pense of Ohio farmers. In 1929, the 
last year before the present general 
business depression, they spent $32,604,- 
000 for feeds, 75 per cent or $24,452,884 
of this total being expended for com- 
mercial feeds. In that year Ohio farm- 
ers bought 679,518 tons of the latter. 

“The severe economic reverses of re- 
cent years have reduced this tonnage 
decidedly each year since then. In 1930 
it had fallen to 575,570 tons or 15 per 
cent under 1929. For 1931 the total 
tonnage was 29 per cent under 1930, 
and a preliminary estimate of 1932 
shows a decline of 114,000 tons or 28 
per cent less than 1931. 

Using More Home Feeds 

“This does not mean that the farm- 
ers are starving their livestock. The 
slump in commercial feed purchases 
means that they have been compelled 
to purchase less commercial feeds and 
to use more home grown grains. This 
conclusion is substantiated by the fact 
that the purchase of some of the more 
highly concentrated ingredients such as 
tankage, meat scraps and alfalfa meal 
al actually increased every year since 
“Thus we have before us one of the 
most important merchandising problems 
of the feed dealer—that of producing 
and selling to the farmers at the low- 
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est cost the kind of feed forced upon 
them, which as the figures indicate, are 
largely unmixed concentrates to supple- 
ment their home grown feeds. It is 
not my purpose to discourage the sale 
and manufacture of ready-mixed feeds, 
but merely to point out trends in the 
purchase of commercial feeds by Ohio 


Percentage Changes in Tonnage 
of Feeds Sold in Ohio 

1930 1831 1931 

from from from 

1929 1930 1929 

Mixed Feeds— 
Dairy feeds...... —20.1 —44.5 —55.7 
Poultry feeds.... —26.1 —35.7 —52.4 
Hog feeds....... —46.1 —61.3 —79.2 
Other mixed feeds — 8.4 -—-23.4 —29.1 
—24.9 —39.7 —54.7 
Unmixed Feeds— 
Cottonseed meal. + 5.0 —21.9 —17.9 
i: +10.6 —18.1 — 9.5 
Middlings....... —11.3 —14.2 —23.8 
Alfalfa meal..... +8.9 +2.9 +12.1 
Gluten feeds..... +4.5 —11.4 — 7.5 
—1.7 —43.5 —44.5 
Tankage........ + 4.2 420.2 +425.3 
Meat scraps..... + 3.5 +23.1 +27.4 
Milk products... —15.3 — 5.0 —19.5 
All other feeds... + 0.7 —42.3 —41.9 
— 28 —17.7 —20.0 
Total feeds.... —15.3 —28.7 —39.6 
+Indicates more. —Indicates less. 


farmers for what they are worth to 
those who are attempting to meet the 
farmers’ demands. 

“Another merchandising problem that 
many dealers have is that of carrying 
their customers on credit. Because of 
the relatively slow turnover in the farm- 
ing business, most farmers need more 
credit. Who should carry this credit? 

“A study made in the state of New 
York shows that the cost to feed stores 
of carrying farmer credit amounted to 
13.4 per cent per year; that is, it costs 
the feed stores $13.40 to carry $100.00 
on their books for one year. This 13.4 
per cent was split into 6 per cent for 
interest; 3 per cent for accounting; 0.7 
per cent for supplies; 1.1 per cent for 
collection costs, and 2.6 per cent for 
bad accounts. 

“It is possible that both feed dealer 
and farmer would fare better if the 
farmers obtained their credit from the 
local banker whose business it is to sell 
credit. The banker is in a position to 
handle credit at a much lower cost than 
the ordinary merchant. 

“Feed dealers can do much them- 
selves to encourage a cash business by 
offering a discount for cash. The pro- 
cedure here would be for the merchant 
to analyze his records to determine the 
cost of carrying credit on his books. 
He might then quote all of his prices 
high enough to cover the cost of carry- 
ing this credit and quote a cash price 
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which is low enough not to burden the 
cash purchaser with the costs which 
should be met by those who buy on 


time. 
Farm Income Shrunk 

“The greatest merchandising problem 
of Ohio feed dealers, as well as that 
of any group of merchants whose busi- 
ness it is to sell products and services 
to Ohio farmers is to ‘get blood out 
of a turnip,’ to extract from them that 
which they have very little of, namely 
dollars and cents. The gross cash in- 
come from the sale of Ohio farm pro- 
ducts decreased from $344,000,000 in 
1929 to $146,000,000 in 1932 or 58 per 
cent. The estimated value of commer- 
cial feeds bought by Ohio farmers de- 
creased from $24,453,000 in 1929 to 
$5,400,000 in 1932, or 78 per cent. The 
net cash income from Ohio agriculture 
decreased 72 per cent in this same per- 
iod. This is not such an unfavorable 
showing for commercial feed sales in 
this state. While the Ohio farmers’ 
net cash income decreased 72 per cent 
from 1929 to 1932, his expenditures for 
commercial feeds decreased 78 per cent. 
We should expect the farmer in these 
days of retrenchment to curtail his ex- 
penditures for commercial feeds to a 
greater extent than for other commod- 
ities for which he has no substitute. 

“Of the four major livestock enter- 
prises—hogs, cattle, dairying and poul- 
try—the income from hogs shrank most 
from 1929 to 1932; the next most im- 
portant decline was in the income from 
dairying, and the least came in the poul- 
try industry. 

“Some indication of the prospects for 
feed sales in the first half of 1933 is 
gained by a study of feed crops pro- 
duced in 1932 and the amount of live- 
stock to be fed. For the United States 
as a whole, feed crop production was 
greater in 1932 than in 1931, the corn 
crop 11 per cent greater, the oat crop 
11 per cent greater and hay, 7 per cent 
greater. Estimates of the amount of 
livestock on farms on January 1, 1933 
are not yet available, but there were 10 
per cent more hogs, 2 per cent more 
cattle and 2 per cent more sheep. On 
the basis of feed crops produced in the 
United States in 1932 and the amount 
of livestock on farms as indicated by 
the January 1, 1932 estimates there is 
now in the country more home pro- 
— feed per head of livestock than in 


W. R. EMBLETON, formerly of the 
Consolidated Feed & Grain Co., is pres- 
ident and treasurer of the newly incor- 
porated General Commodity Corp., 
which will do a feed and grain business 
from headquarters at 409 Chamber of 
Commerce building, Buffalo, N. Y. 


WALTER UEBELE, Burlington 
Feed Co., Burlington, a director of the 
Central Retail Feed association, recently 
returned from Rochester, Minn., where 
he underwent an operation. 
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raction. 


1 % —a small part, but a mighty fraction of the total ration. In fact 
8 ”° it is the smallest but most vital part of the poultry ration. Omit 
an equal percentage of any other ingredient and the feeding value of 
the mash would be practically unchanged. But without adequate 
Vitamin D, as supplied by this fraction of a percent of Nopco XX Cod 
Liver Oil, the entire ration may be ineffective for chick growth or egg 
production. This mighty fraction which costs only a few cents per 
sack of mash may easily be worth 25 of the total feed value. 


No mash is complete for present day feeding requirements without 
adequate Vitamin D. Nopco XX is your best bet because it carries a 
uniform concentration of Vitamin D not found in straight cod liver or 
fish oil. It is also strong in Vitamin A. 


Hundreds of thousands of tons of poultry mashes contain Nopco 
XX regularly because of its uniform, positive Vitamin D protection and 
its economy. How about your mashes? Nopco will point the way to 
increased feeding value and profits for you and your customers. 


A Digest of Vitamin D Feed- 
free: 


ing Facts containing latest 
information on this phase of poultry nutri- 
tion will be mailed to you free on request. 


NATIONAL OIL PRODUCTS CO., INC. 


BOSTON CHICAGO SAN FRANCISCO KANSAS CITY 
EXECUTIVE OFFICE: 38 ESSEX ST., HARRISON, N. J. 
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MICHIGAN 

Harry and J. W. Goodman, owners 
of the Belleville Milling Co., have taken 
over the Pergin feed store, Romulus. 

Lloyd E. Smith & Co., Plainwell, has 
been organized to buy, sell and manu- 
facture feeds, household foods and flour. 
The company has purchased the good 
will and trade names of the J. F. Eesley 
Milling Co. Officers are E. J. Chart, 
president; L. E. Smith and Harold 
Chamberlain, vice presidents; John Q. 
Eddy, secretary, and R. K. Cook, treas- 
urer. 

Marine City Feed Co., Marine City, is 
installing new feed mill equipment in a 
leased warehouse and will open for busi- 
ness shortly. 

Zeeland Farm Bureau, Zeeland, has 
completed the construction of a ware- 
house and is planning to build a new 
feed mill in the near future. 


Three Monroe, Wis., Dealers 
Change to Cash Basis 


M. A. BECKER CO., Monroe 

VW Roller Mills and Henry Solo- 

mon Coal & Iron Co., Monroe, 

Wis., have cooperated in chang- 

ing their business to a cash basis. The 

new policy went into effect January 16 

and was announced in a special letter 

sent to 1,550 farmers throughout the 
territory served by the three firms. 


“Hay, grain and feed are sold to us 
on a strictly cash basis,” the message 
reads. “Before we start to unload a 
car, the sight draft must be paid. We, 
in turn, have sold these goods on a 
credit basis. 


Airplane View of the Cedar Rapids, Iowa, Mill 


Money-Making Feeds 


There’s money in every one of these striped sacks of Quaker 


Feeds. 


They are more profitable to the feeder than hit 


or miss home-made formulas or unscientific, unbalanced 
commercial feeds . . . And they are more profitable to the 
Feed Dealer . . . Quaker gives you a complete line of 
tested feeds—for poultry, hogs, cattle, dairy herds—feeds 
that produce results for users and build steady, substan- 
tial business for the Feed Dealer . . . Write for our profit- 
making Selling Plan for Quaker dealers. 


THE QUAKER OATS COMPANY, CHICAGO, U. S.A. 


BUY QUAKER FEEDS 


IN STRIPED SACKS 
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“Extending credit costs money. It 
means paying interest on borrowed 
money, the expense of bookkeeping, the 
cost of mailing statements and letters, 
personal collection calls and finally the 
loss on bad accounts charged off. 

“Who pays the cost? The answer is 
simple. It can come from only two 
sources. Either the cash customer pays 
it in increased prices or else we lose it 
ourselves. 

“Let’s not kid ourselves any longer. 
You good cash customers and you who 
pay your bills promptly—you can’t af- 
ford to pay this additional cost. You 
have troubles enough of your own with- 
out shouldering the other fellow’s obli- 
gations. And we can’t afford to stand 
it any better than you can. The small 
margin of profit in the grain and feed 
business will not take care of large 
credit losses. 

“This is a simple statement of facts. 
Let’s have the courage to face them 
as they are and start the New Year 
with a resolution that will be of benefit 
to all of us. 

“Beginning January 16, we shall there- 
fore discontinue our former policy of 
extending credit on hay, grain, feed, 
seed and similar commodities. From 
this date on our business will be con- 
ducted on a strictly cash basis. You 
will pay us the same as we pay the 
mills from whom we buy—cash at our 
door at the time of purchase. 

“The advantages of this plan are too 
well-known to need explanation. Our 
expenses and losses will be reduced and 
in turn be passed on to you in lower 
prices. You will benefit by it—we will 
benefit by it—and, Lord knows, we both 
need it!” 


Janesville Group Will 
Classify Truckers 


Buying only from truck haulers who 
do not sell to the farmer was decided 
upon as a means of combating direct 
truck competition at a meeting of the 
Retail Feed Dealers’ Association of 
Janesville & Vicinity which was held 
4 the Myers hotel, Janesville, January 

Charles Huber, A. A. Huber & Son, 
Darien, was elected president of the or- 
ganization for the ensuing year; Jess 
DeLong, Johnson & DeLong, Clinton, 
was chosen vice-president; William De- 
Long, Jr., Clinton, secretary, and Frank 
Shekey, Farm Bureau Cooperative, Fort 
Atkinson, treasurer. 


A proposal was made to appoint a 
special committee which would compile 
a list of accredited truckers having a 
clean record of selling to dealers only. 
Members of the association and other 
dealers in Janesville and vicinity were 
urged to sign an agreement to purchase 
from the accredited truckers only. This 
plan, it was pointed out, might not work 
100 per cent but would discourage new 
truckers starting out in the business and 
would encourage them to sell to dealers 
instead of direct to the farmers. 

Further details of the plan are ex- 
pected to be worked out at a meeting 
to be held in the near future. 


mS Quaker Quak Quaker Q 
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PORTABLE MILLS In Iowa, the hotbed of portable mill competition, 
SHOULD PAY TAX the Iowa Millers and Feed Dealers association, re- 


cently organized on a state-wide basis, is sponsoring 
a bill which has been introduced in the senate of the state legislature. 


*‘No person,” reads the measure, ‘‘shall operate for hire or for compen- 
sation of any kind any portable food or feed grindet, oat huller or mill 
in any county in this state without first having obtained from the auditor of 
the said county a license to operate same in the said county. The fee for such 
license shall be $100.00 for each such food or feed grinder, oat huller or mill, 
and the license shall expire one year from the date of issuance thereof. Any 
person violating any of the provisions hereof shall be guilty of a misdemeanor.” 


Dealers who are contending with portable mills in their territory can 
readily appreciate the need of the type of legislation which has been introduced 
in Iowa. Under the present system the roving grinders are permitted to run 
pell mell over the country-side, paying little or nothing for the privilege of 
taking away the cream of the established miller’s grinding business. The dealer, 
on the other hand, is subjected to heavy taxes on his property and helps in 
every way possible to make the home town and community a better place in 
which to live. He pays his just amount of fire insurance and does not ask his 
customers to risk the loss of property, their own lives and the lives of their 
wives and children at his expense. . 


Several previous attempts to obtain legislation that would compel port- 
ables to pay a just share of taxes have been made by the feed industry in the 
past. The Central Retail Feed association in 1931 was instrumental in having 
a bill introduced which required itinerant grinders to pay a tax of $25.00 to 
each township in which they operated. It was killed in the senate by a close 
vote of 17 to 16. The organization’s legislative committee is now considering 
plans for introducing a similar measure in the present session. 


Last year the Northeastern Iowa Millers association, which is now affili- 
ated with the Iowa Millers and Feed Dealers association, was successful in 
obtaining the passage of a bill which now requires portable mill operators to es 
pay the state’s 3-cent gasoline tax and take out a driver’s license. Iowa’s new a 
effort has the whole-hearted support of the feed industry and the outcome | 
will be awaited with interest. Meanwhile, it would be a wise move for dealers 
in other states to propose similar restrictions on portable mills and present 
them with a united front for introduction in their respective legislatures. 


Davip K. STEENBERGH. 
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FEED DEALERS ANSWER 


The Feed Bag Conducts Extensive 
Survey Among Its Readers 


HE average retail feed dealer is 
not licked. 


The past year has left its scars 
upon him but he has emerged fighting 
hard and more fit, because of his exper- 
iences, to make 1933 pay bigger profits. 
He is looking ahead, planning to buy 
more merchandise and to do a better 
job of selling it. 

These are the outstanding conclusions 
gained from answers to a questionnaire 
used in an extensive survey on busi- 
ress conditions conducted by The Feed 
Bag among its readers. With this spirit 
prevailing in the retail trade, the entire 
industry, including manufacturers and 
jobbers, has every reason to take heart, 
throw off the shackles of pessimism and 
go out after business. 

The Feed Bag survey reflects the at- 
titude and future plans of dealers over 
a wide area covering the poultry and 
dairy sections of the country, namely, 
the East, New England and the North 
Central States. 


Confident of Future 

A decrease in business as compared 
to 1931 was experienced in 1932 by 60.7 
per cent of the dealers answering the 
questionnaire; 25.5 per cent said that 
they had managed to maintain the same 
volume and 13.8 per cent reported that 
their business was better. Opinions for 
prospects in 1933 struck an optimistic 
note. Nearly 57 per cent of the dealers 
answering the questionnaire predicted 
that business would be better during 
the new year; 27.8 per cent believed 
there would be no movement either way 
and 15.6 per cent said it would be worse. 

Dealers who expect business to im- 
prove base their contentions on the be- 
lief that prices have reached bottom, 
that stocks are generally low, returns 
for farm products will improve and that 
the economic system has already gone 
through the necessary period of read- 
justment. To substantiate their claims, 
these dealers registered encouraging fig- 
ures in listing the amounts of various 
products which they intend to buy up 
to June 1, 1933. 

The feed men who took a neutral 
stand on business prospects, although 
conservative in their expressions, 
showed confidence in the future. Their 
list of anticipated purchases indicate 
‘hat they intend to stay in business for 
some time and to continue to make a 
living selling feeds. 

Dealers who reported that they be- 
lieved business would be worse based 
their predictions chiefly on the present 
low level of farm prices and decreased 
purchasing power of the farmers in 
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Compare Your Business 
With These Figures 

NAME OF Stock Booxtnes | Witt Buy 
Linseed Meal (fons). 10.9 0.7 12.5 
Cottonseed Meal (Tons)................. 9.1 2.4 12.5 
Gluten Feed and Meal (Tons)........... 19.7 26.1 56.1 
Boy (Tons). 5.1 0.7 4.6 
8.4 3.9 10.2 
2.1 0.3 4.4 
Cod Laver Oil (drums). 3.3 2.9 3.1 
21.2 | 92.0 57.2 
3258 .0 267.0 6639 .0 
Dairy Feeds (Commercial) (Tons)........ 14.6 20.1 60.8 
Poultry Feeds (Commercial) (Tons)...... 12:8 9.0 42.6 
Dairy Feeds (Your Own Make) (Tons)... 2:8 93 .0* 
Poultry Feeds (Your Own Make) (Tons). 4.4 ol.i* 
*To be mixed from ingredients in present stocks, bookings and intended purchases 


their communities. They haven’t given 
up the ghost, however. Their philoso- 
phy is “hope for the best, prepare for 
the worst and take what comes”. Their 
stock on hand is low and they are buy- 
ing to conform to their immediate needs 
but are fully prepared to take advant- 
age of the upturn when it does arrive. 


Local Factors Curb Sales 


Many factors outside of the general 
business slump were instrumental in re- 
tarding or stimulating business. Some 
localities were hit hard by the drought 
and dealers in such regions enjoyed in- 
creased tonnage. Grasshoppers also 
took their toll of crops in many terri- 
tories, compelling the farmers to turn 
tc the feed dealer for their supplies. 
In some sections an increase of live- 
stock or poultry helped to bolster up 
sales. 

Where business showed a decrease 
for 1932 the dealers attributed the 
blame, in a large measure, to bumper 
grain crops, direct trucking competition, 
portable. mills and other factors. Prof- 
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its in many cases, were greatly dimin- 
ished by writing off bad accounts. 

Practically all of the dealers who 
answered the questionnaire reported 
that they were making a close analy- 
sis of their management and sales prac- 
tices, paring down overhead and effect- 
ing other adjustments to place them- 
selves on a firm footing. The pro- 
gress they have made in this respect 
is explained in other articles appearing 
on these pages. 

In conducting this business survey, 
The Feed Bag requested the dealers to 
fill in a table accompanying the ques- 
tionnaire which called for the listing of 
stock on hand, amount booked to take 
out to June 1, 1933 and the anticipated 
purchases to June 1. Responses came 
from leading progressive dealers of the 
country selected at random among The 
Feed Bag readers. 


The millfeed business shows up ex- 
ceptionally well with promise of brisk 
activity in the future. Of those answer- 
ing the questionnaire, the average deal- 


er had 41.6 tons of millf 
as of February 1, Booki: 
tons per dealer andithe 
indicated that he wqyld b 
more before June ], 

Linseed meal in jtock 
as 10.9 tons per dealer 
booked. The average in 
ases were 12.5 tons, 
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double his stock on hand 
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as potential purchases. 

Approximately 56/1 to 
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meat scraps during the ne 
the listings indicate. The 
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Flour sales are if a 
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Stock on hand is 1081 b 
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intended purchases 24.9 
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57.2 bags. 
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Retail Feed Industry Swinging 
To Cash Basis System 


Cash and Credit Barometer 


| 

PERCENTAGE OF 1928 1929 1930 1931 1932 
“Cash Basis” 
Dealers 6.9 11.6 14.1 18.8 23.2 
Sales 
on Credit 31.2 35.4 34.2 29.2 22.9 
Book Account 
Compared with 18.1 15.7 17.1 10.2 14.6 
Annual Sales 


Commercial Feeds Still 
Popular With Dealers 


ers are far from “out of the pic- 

ture” despite the increasing num- 

ber of mixers being operated by 
dealers, according to the dealers them- 
selves who answered a business survey 
recently mailed to readers of The Feed 
Bag throughout the northeastern quar- 
ter of the United States. 


Sixty-six per cent of the dealers who 
answered the questionnaire reported 
that they handled commercial mixed 
feeds which they purchased from among 
the larger manufacturers and this per- 
centage should probably be higher as 
only one dealer advised that he did 
not handle mixed feeds of any kind 
while 9.3 per cent of the replies disre- 
garded all questions with respect to 
commercial and dealer-mixed feeds. 


Figures from the survey show that 
41.5 per cent of the dealers handle both 
commercial mixed feeds and registered 
brands of their own mixtures. Seven- 
teen per cent handle commercial mixed 
feeds exclusively and 7.5 per cent handle 
commercial mixed feeds and, in addi- 
tion, offer custom mixing service to 
their customers. These latter dealers, 
however, do not register or offer for 
sale from stock any of their own mix- 
tures. 


Mixed feeds of their own manufacture 
were retailed exclusively by only 24.7 
per cent of the dealers participating in 
the survey, although there were 73.7 
per cent operating mixers. One dealer 
expressed the opinion of several in this 
group of exclusive dealer-manufacturers 
when he wrote: “Commercial mixed 
feed out right now,” but many ex- 
plained that the farmers had plenty of 
grain which, under existing market con- 
ditions, they wished to utilize in custom 
mixed rations. 


“We sell only our own feeds,” one 


Cesare feed manufactur- 


New York dealer wrote. “It is hard 
to explain the difference in price be- 
tween our feed and commercial. If we 
charge more for commercial, we must 
admit it is better which is not true.” 


A large Wisconsin dealer, on the 
other hand, believes differently. He 
wrote: “We do custom mixing for those 
wanting their own formula mixed and 
sell commercial feeds as much as pos- 
sible. It is our idea that a good com- 
mercial feed is more dependable batch 
after batch because of the commercial 
mixer having better control of the man- 
ufacturing.” 


The one general complaint against 
commercial feed, which the survey re- 
veals, is that “it’s too high in price”. 
“We can sell our own mash about $3.00 
less per ton than the nationally adver- 
tised commercial mash which we 
handle,” one dealer wrote. Many of the 
replies stressed the same price factor 
and one dealer said, “The commercial 
mixers should be able to furnish feed 
priced so I could sell it:” 


The largest individual mixed feed 
sales reported in the survey were in the 
commercial classification but the aver- 
ages show commercial and dealer-mixed 
feeds selling on about even terms. Many 
dealers indicated that their sales of com- 
mercial mixed feeds had been much 
greater in the past and that they antic- 
ipated commercial mixtures would re- 
gain much favor among the farmers as 
soon as farm products prices were sta- 
bilized at fair levels. The facts: that 
farm grains have little value except as 
feed for the grower’s stock and that 
cash returns for dairy and poultry pro- 
ducts are extremely meager are unques- 
tionably responsible for materially re- 
duced sales of commercial mixed feeds. 


Fifty-five per cent of the dealers who 
answered the questionnaires reported 
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ORE that three times as many 

feed dealers conducted their 

merchandising activities on a 
“cash basis” in 1932 as compared with 
1928. This fact is revealed in answers 
to a questionnaire returned by dealers 
throughout the northeastern quarter of 
the United States in a business survey 
conducted by The Feed Bag among a 
jiarge number of readers selected at 
random from the subscription lists. 


Only 6.9 per cent of the dealers who 
returned the questionnaires were oper- 
ating on a cash basis in 1928 while the 
percentage had increased to 23.2 in 1932. 
The figures for the intervening years 
were 11.6 per cent in 1929, 14.1 in 1930 
and 18.8 in 1931 showing a slow but 
steadily progressive swing toward the 
utopia which promises so much for the 
future of the feed industry. , 


Many dealers, however, are still suf- 
fering from the credit and book account 
problem although the percentage of 
credit as compared with cash business 
in all the stores is declining and the 
proportion of total book accounts to to- 
tal annual sales decreasing. Practically 
all dealers are at least tightening up on 
the extension of credit and many are 
admittedly working toward the day 
when they plan to sell on a strictly 
cash basis. 

Feed dealers participating in the sur- 
vey did 31.2 per cent of their total busi- 
ness on a credit basis in 1928, 35.4 per 
cent in 1929, 34.2 in 1930, 29.2 in 1931 
and 22.9 in 1932. The volume of credit 
business increased in the boom years 
when everybody was at least supposed 
to have plenty of money and everybody 
was more or less lax in matters of busi- 
ness management. As the depression 
made itself felt, however, credit became 
more of a privilege and the volume ex- 
tended by the retail feed trade was 
about one-third less in 1932 than in 
1928. 


Answers to the question: “What per 
cent of your year’s sales did you carry 
on your books as an average in 1928, 
1929, 1930, 1931 and 1932?” indicate that 
old accounts are not being collected as 
rapidly as might be desired. The per- 
centage of his year’s business (total 

(Continued on Page Sixteen) 


that they offered custom mixing service. 
Some of these dealers offer mixing serv- 
ice free to customers who purchase in- 
gredients from them but the large ma- 
jority have some charge which varies 
from 25 cents to $2.00 per ton, with 
$1.00 as the most generally accepted 
figure. 
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Dealers Answer Question 
“‘How’s Business?”’ 


(Continued from Page Fourteen) 


bushels booked and contemplates pur- 
chasing 6,639 bushels more. 

Very little fertilizer has been booked 
as compared to the intended purchases. 
The average dealer indicates that he 
plans to buy 56.9 tons. His bookings 
are 5.1 tons and stock on hand 4.7 tons. 

Mixing Trade Active 

Of the dealers answering the ques- 
tionnaire, the average individual re- 
ported that he had 14.0 tons of com- 
mercial dairy feed on hand, 20.1 booked, 
and that he intends to purchase 60.8 
tons. Commercial poultry feed stock 
averaged 12.8 tons per dealer. Book- 
ings are 9 tons and future purchases 
42.6 tons. 

A large number of the dealers who 
answered the questionnaire operate 
their own grinding and mixing depart- 
ment and produce their own brands of 
poultry mashes and dairy feeds. That 
they expect to see considerable activ- 
ity in these lines during the next few 
months is indicated by the average fig- 
ures. Present stocks of dairy feed on 
hand are 2.8 tons, while each dealer 
on the average expects to mix and sell 
93 tons. Poultry feeds on hand aver- 
age 4.4 tons and each dealer expects 
to move 91.1 tons before June 1. Many 
of the ingredients including mill feeds, 
linseed meal, cod liver oil, meat scraps, 
etc., reported in the survey will go into 
the tonnage which the dealers antici- 
pate dispensing through their own 
dairy feeds and poultry mashes. 

Pulse Still Strong 

In scanning the survey at close range 
it is evident that the retail feed indus- 
try is far from being a hopeless patient. 
It may be suffering a slight headache 
because of the few disheartening years, 
but its pulse is still strong, its eyes 
bright and focused forward. 

Continued doses of optimism mixed 
with hard work and a sane and sound 
program of merchandising and manage- 
ment should restore the patient to its 
former robust health. 


Feed Industry Swinging 
To Cash Basis 


(Continued from Page Fifteen) 


sales) carried on his books by the aver- 
age dealer was 18.1 per cent in 1928, 
15.7 per cent in 1929, 17.1 in 1930, 10.2 
in 1931 and 14.6 in 1932. It is evident, 
therefore, that some progress is being 
made as the increase for last year as 
compared with 1931 may at least be 
partially accounted for by the fact that 
total sales by practically all dealers 
dropped in proportion to the changes 
in the market prices of the commodities 
they handled. 

If it is needed, a new strong argu- 
ment for the cash basis merchandising 
of feed is revealed through further an- 
alysis of the entire business survey. 
More than 90 per cent of the dealers 
who said their business (on a tonnage 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Flour Recipes 


A Michigan dealer has discovered a 
new and effective use for his business 
cards. On the reverse side he prints 
various recipes in which flour is used 
and hands them to customers who make 
purchases. The plan serves as an ef- 
fective advertising medium and has 
greatly assisted this dealer in increasing 
his sales. 


Ideas Wanted! 


OU are invited to contribute 

merchandising ideas for 

this page. Why not take 
a few moments to explain a sell- 
ing plan you have tried with suc- 
cess in your business in a letter 
to The Feed Bag, 210 East Mich- 
igan street, Milwaukee, Wis.? If 
it appears on this page you will 
receive a check for $3.00. 


Poultry Projects 


After striking up an acquaintance 
with school agricultural teachers in his 
territory, a New York dealer obtained 
lists of farm boys and girls who selected 
the raising of a poultry flock for project 
work. He sent a direct mail letter to 
these boys and girls informing them 
that he was in a position to help them 
raise prize flocks by furnishing the 
proper feeds. The response was gratify- 
ing and many of the youths were later 
instrumental in getting their fathers and 
mothers to use the dealer’s brand of 
feeds. 


Lays Groundwork 


In Pennsylvania, a progressive dealer 
sends a special service man into his 
territory to follow up sales of baby 
chick feeds. This man studies the farm- 
er’s layout, including housing condi- 
tions, etc., and works out a feeding pro- 
gram for him. The plan insures the 
dealer against false complaints about his 
feeds which are often advanced by in- 
experienced poultry raisers who are in- 
clined to blame the ration sold to them 
by the dealer if their chicks die when, 
in most cases, other factors are to 
blame. 


Trade Scouts 


A store in a Midwest town of 918 
inhabitants is said to have done a busi- 
ness of more than $900,000 in a single 
year. It employs a young girl in each 
section of its trading territory to report 


sales basis) was worse in 1932 than 
1931 extended credit to their custom- 
ers while only 6 per cent of the dealers 
who said business was better operated 
en a credit policy. The position of the 
cash basis dealers is unquestionably the 
most favorable. 
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trade prospects. She sends in, each 
month, new addresses of people who 
have moved out of or into her terri- 
tory during the month; lists those who 
have purchased baby chicks, hogs, dairy 
cows and other livestock and gives the 
names of possible customers. Upon re- 
ceipt of this information the store uses 
direct mail advertising about the item 
which it believes the prospect to be in- 
terested in buying. Country correspon- 
dents for the local newspapers were 
found to be among the trade scouts best 
suited to supply the desired information. 


Bird House Contest 


An effective spring sales stimulator 
was discovered in the conducting of a 
bird house contest among farm boys 
and girls by an eastern feed dealer. 
Poultry and dairy feeds, flour and other 
commodities handled by the dealer were 
offered as prizes. The bird houses were 
exhibited in the dealer’s window with 
the names and addresses of the builders 
attached. The contest was responsible 
for bringing many new prospects to the 
store, as well as developing favorable 
publicity in the local newspaper. 


New Customers 


A western store has adopted a suc- 
cessful plan of obtaining new custom- 
ers through the cooperation of its old 
patrons. Four weeks after a purchaser 
has opened an account, a letter is sent 
offering him a credit of 10 per cent on 
his initial purchase for any new custom- 
er he sends to the store. The letter 
is accompanied by introduction cards, 
one side to be filled in by the old cus- 
tomer and the other side bearing the 
introduction of the new one. No res- 
ponsibility for the payment of the new 
account is assumed by the customer 
who does the introducing. 


Prompt Payment 


One dealer has induced several of his 
customers to pay their bills promptly 
by issuing statements bearing two col- 
umns of figures. In the first column is 
listed the price of the purchases if pay- 
ment is made within 30 days and in 
the second column the cost if a longer 
time is taken. The figures of each col- 
umn are totaled. A note appears at 
the bottom of the statement, calling at- 
tention to the amount which the cus- 
tomer can save by paying his bill within 
30 days from receipt of invoice. 


Credit Risks 


Many feed dealers find it profitable 
to investigate the credit standing of 
prospective customers and to invite those 
with the best ratings to open charge 
accounts. Such a plan saves the cus- 
tomer considerable inconvenience in ap- 
plying for credit and insures the mer- 
chant of getting the pick of the com- 
munity’s credit risks. The information 
desired in the sifting process may* be 
obtained from the local banker or 


through the cooperation of other mer- _ 


chants doing business with the pros- 
pect. 
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Mutual Millers 


Will Conduct 


Farm Publicity Campaign 


LANS for conducting a publicity 

campaign to emphasize the value 

of services offered by independent 

feed and grain dealers to the farm- 
ers were approved at the semi-annual 
meeting of the Mutual Millers & Feed 
Dealers association which was held at 
Buffalo, January 18 and 19. 


J. O. Doty, East Concord, N. Y., pres- 
ident of the organization, was named 
head of a committee chosen to direct 
the campaign. He will be assisted by 
James Gray, Springville, N. Y., and C 
C. Lewis, Buffalo. 

One of the chief services which is to 
be emphasized in the publicity program 
is the liberal extension of credit which 
members of the Mutual Millers & Feed 
Dealers association have granted to the 
farmers to help them tide over the gap 
between depression and _ prosperity. 
During the discussions at the meeting 
it was reported that in one section of 
New York state the dealers were carry- 
ing farmers to the extent of millions of 
dollars. Many of the dealers admitted 
that they had been too “soft” in their 
credit policies, but felt that they were 
entitled to the farmer’s good will and 
preference in the future because of their 
interest in his plight and their willing- 
ness to help him out of it. 

Up to this time, it was said, the dealer 
has been doing his bit in a silent way, 
while government aided institutions 
have gained volumes of publicity over 
services which were more theoretical 
than real. The Mutual Millers’ com- 
mittee has been requested to begin work 
at once in putting the publicity program 
into effect. 

Trucking competition was described 
as a menace to the business of the re- 
tail feed and grain dealer in a discus- 
sion held on this problem during the 
meeting. Many of those present, par- 
ticularly dealers operating within a 200 
mile radius of Buffalo, reported that 
livestock truckers were bringing back 
lots of three and four tons of feed on 
their return trips and selling at ridicu- 
lous prices to the farmer. Bran was 
reported to have been sold as low as 
$12.00 a ton by a trucker to a farmer 
100 miles from Buffalo. Impending 
higher license fees for trucks and an 
increase in gasoline taxes, it was 
thought, would help to curb this com- 
petition by making it more expensive 
for the truck owner to operate. 

Speakers at the meeting included 
Fred M. McIntyre, Potsdam, N. Y., 
president of the Eastern Federation of 
Feed Merchants; Albert Hart, Hopkins, 
and the Rev. Edward J. Ferger, Buffalo, 
editor Catholic Union and Times. 

Mr. McIntyre invited the dealers 
present to attend the mid-winter con- 
vention of the federation which. will be 
held at Syracuse, N. Y., February 21 
and 22. He promised them a real treat 
and called special attention to the 
“House of Magic” which will be on 
display during the meeting under the 
direction of the General Electric Co. 

Mr. Hart, who spoke on “technoc- 
racy,” criticised the figures used by the 
sponsors of this new economic move- 
ment to prove that the machine is re- 
sponsible for overproduction and unem- 


ployment. He declared that there is 
widespread danger in the present dis- 
cussion of the subject because so many 
people are seriously concerned in look- 
ing for a cure-all and some of them 
believe that technocracy is the answer. 

The Rev. Ferger attacked the agri- 
cultural marketing act and the govern- 
ment’s futile attempts to bring relief 
to the farmer. 

“The farmer,” he declared, “is a vic- 
tim of a government that created a sup- 
ply without first determining the de- 
mand. At a moment when prudence 
should have dictated moderation, this 
government fell into excess. Instead of 
permitting disposal of surpluses in an 
orderly manner, it set to work to an- 


nul the natural law by forcing the dis- 
position of these prices. It organized 
machinery to dictate, regulate and fix 
prices, knowing from past experiences 
how fatal it is to tamper artificially with 
supply and demand. 

“So far have we drifted from the 
ideals of constitutional government that 
at the moment it is evident that a new 
form of state socialism is to be attempt- 
ed under the name of the domestic al- 
lotment plan. The plan, like its prede- 
cessors, will not work because it has 
left out the human equation. It is a 
special sales tax theory that takes 
money out of the right pocket and puts 
it into the left. It takes a burden from 
the producer and places it on the con- 
sumer at a time when the latter is not 
able to bear it. It is an attempt to 
make the consumer pay for the pro- 
ducer’s economic sins. It is an effort 
to fix prices, an effort that has always 
ended in failure wherever it has been 
tried.” 


Indiana Dealers Urged to Help 
Abolish Farm Board 


abolish the federal farm board and 

repeal the agricultural marketing 

act, George E. Booth, Chicago, 
president of the Grain & Feed Dealers 
National association, told the Indiana 
Grain Dealers association at the 32nd 
annual convention held in the Board of 
Trade building, Indianapolis, January 19 
and 20. Approximately 300 members 
were present. 

“We must urge the farmer to make 
his wants known in Washington,” Mr. 
Booth said, “and convince men in other 
lines that it will take united effort to 
save agriculture from professional pro- 
moters and organizers. In the face of 
a huge surplus of grains which has kept 
values at unprecedented low levels, the 
farm board is asking for endorsement 
and more money. The national emer- 
gency act with an immense government 
payroll to supervise and administer a 
super excise tax and control of agri- 


I you want real relief for the farmer, 


culture, is nothing but a school-room’ 


theory. Grain men have found that 
working with and facilitating the nat- 
ural laws of supply and demand, is the 
best remedy available.” 

. D. Springer, Indianapolis, was 
elected president of the association at 
the close of the meeting and T. C. 
Crabbs, Crawfordsville, was chosen vice- 
president. The treasurer, R. B. McCon- 
nel, Indianapolis, was reelected, and F. 
S. Demoret, Bath; C. R. Jackson, Sey- 
mour; E. E. Elliott, Muncie, and O. L. 
Barr, Bicknell, were named directors 
for a term of two years. 

Progress of the association during the 
past year was discussed by Mr. Barr, 
retiring president, in his annual address. 
He reported an increased membership 
and a splendid spirit of optimism and 
cooperation among those who belonged 
to the organization. 

Fred K. Sale, secretary, and Mr. Mc- 
Connel, treasurer, presented their an- 
nual reports, and Everette McVicker, 
Van Buren, reviewed the power rate 
situation in Indiana, reporting that pro- 
gress had been made in a program for 
obtaining uniform rates throughout the 
state. 

J. L. Davis, Seymour, reviewed the 
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work of the association’s legislative 
committee during the past year, and 
pointed out that the expense of oper- 
ating the government in Indiana was 
increasing 50 per cent a year. Exper- 
iences in attaining the title of “corn 
king’, were related in the talk that 
followed by Chester E. Troyer, Lafon- 
taine. 

Phil S. Hanna, editor, Chicago Jour- 
nal of Commerce, discussed legalized 
racketeering, calling attention to numer- 
ous schemes used by politicians to 
squander public funds. 

In a discussion on trucking competi- 
tion which was led by P. E. Goodrich, 
Winchester, Mr. Barr urged dealers not 
to purchase from truckers, declaring 
that they were forcing the grain dealer 
out of business. A discussion of grain 
weighing under the direction of C. R. 
Jackson, Seymour, followed. 

Reduction of government expendi- 
tures was urged by John E. Fredrick, 
Kokomo, president of the Indiana state 
chamber of commerce, in his address on 
taxes and business. He also criticised 
the sales tax which has been proposed 
in the state. 

Millers generally are opposed to the 
domestic allotment plan, Frank Hutch- 
inson, Lawrenceburg, asserted in his ad- 
dress on the new proposal for farm re- 
lief. He branded the plan as unsound, 
and urged the members of the associa- 
tion to help combat it. 

The Indianapolis Board of Trade was 
host at the annual banquet which was 
held in the dining room of the board 
of trade building on the first evening 
of the convention. Music, entertain- 
ment and dancing were provided. 


F. C. SCHULTZ, proprietor of the 
Tripola feed mill, Tripola, Ia., passed 
away at his home February 2, and the 
business has been taken over for the 
time being by his brother. Mr. Schultz 
was well-known in the feed business and 
was a member of the Iowa Millers & 
Feed Dealers association at the time 
of his death. 


STEPHEN MAHON, sales manager, 
Kelco Co., Chicago, was a recent busi- 
ness visitor at Milwaukee. 
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MORE TERRITORY 

Old Mosquito: “Gracious, how times 
have changed.” 

Mosquito Junior: 
think so, dad?” 

Dad Mosquito: “Well, when I was 
young the only place you could bite ’em 
was on the hands and face.” 


“What makes you 


Brown: (gazing for first time at city 
traffic): “Jeerusalem, Hiram, they sure 
are back with their haulin’, ain’t they?” 

* * 
PROMOTION 

Rastus: “Ah’s sure advanced in de 
pas’ couple ob years.” 

Mose: “How’s dat?” 

Rastus: “Well, two years ago Ah was 
called a lazy loafer, and now Ah’s listed 
as an unfortunate victim ob de unem- 
ployment sitcheeyashun.” 


6-— AMA 


Carefully Sifted for Feed Dealer Consumption 


Little Rastus, age 8, slid into second 
base and tore the seat of his trousers, 
whereupon they called the game on ac- 
count of darkness. 

* * * 


TOUGH LIFE 


Feed Dealer: “What are you crying 
about, son?” 

Willie: “My father is a soap salesman 
and every time a customer comes in I 
get washed to show it off.” 


VERY week the ‘‘Allied 
Exchange’’ goes out 
to thousands of Wayne feed deal- 


ers. It’s a weekly exchange of 
ideas and sales helps that they 
look for regularly—and count on 
for suggestions that can be 
turned into cash. 


The Allied Exchange is a clearing 
house of ideas. It’s newsy. It’s 
inspirational. It keeps your sales 


viewpoint fresh. One week it 
may tell you about a timely talk- 


ing point on feeds; the next week, 
about a brand new merchandising 
plan; the week following, about 
a unique sales idea that some 
Wayne dealer is using with re- 
markable success. 


The Allied Exchange helps you 
build a bigger feed business—and 
makes you realize that you are 
part of a progressive, nation-wide 
organization. Write and let us 
tell you more about Allied Mills 
Service. 


ALLIED 
MILLS, Inc. 


Executive 
Offices: 
Chicago 
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Cornhay observed its first “robin” 
Tuesday when bandits held up the Corn- 
hay bank and escaped with 30 cents 
stamp money. 

A brand new dresser recently pur- 
chased by the Cornhay hotel was com- 
demolished Friday evening, it 

ving fallen from a sixth story window 
onto the head of Joe Klutch, local 
wrestler. 

The barter plan adopted by Cornhay 
broke up in pandemonium and has been 
indefinitely suspended, Ira Hicks having 
attempted to trade his wife’s bridge 
table for a shot gun. 


PRETTY SLIM 

A school teacher was cashing her 
monthly salary check in the bank. The 
teller apologized for giving her old bills, 
saying: “I hope you're not afraid of 
microbes.” 

“Not at all,” she replied. “No mic- 
robes could live on my salary.” 

* * * 
HE HAD HELP 

Feed Dealer: “How can you say I 
was intoxicated last night, my dear, 
when my footprints up to the door are 
perfectly straight?” 

Wife: “Those are the footprints of 
the man who carried you in.” 

* * * 
YOU’RE RIGHT, PAT 

“Faith, and it would be much easier 
to keep the wolf from the door if we 
could just keep the stork from the chim- 
ney,” said Pat as the nurse let him take 
his first peep at the latest addition to 


the family. 
* * 


SURE CURE 

First Farmer: “Say, Si, I’ve got a 
mule with distemper. What did you 
give that one of yours when he had it?” 

Second Farmer: “Turpentine.” 

First Farmer (a week later): “Say, Si, 
ange my mule turpentine and it killed 
im.” 

Second Farmer: “It killed mine, too.” 

* * 


REGULAR CUSTOMERS 
First Little Boy: “Dr. Jones brought 
our baby.” 
Second Little Boy: “We take from 
him too.” 
* 


SPOKE HER MIND 


A young bride walked slowly down 
the church aisle. As she reached the 
platform before the altar her dainty foot 
brushed a potted flower, upsetting it. 
She looked at the stilled church gravely, 
then raised her large child-like eyes to 
the sedate face of the minister. 

“That’s a hell of a place to put a lily,” 
she said. 

* * * 


NO WONDER 
Traveler: “Who's that quiet fellow 
standing in the corner. He hasn’t 
spoken a. word for ten minutes.” 
Village Storekeeper: “He’s jes waitin’ 
till Pete comes back with the spitoon.” 


WEEK 
| -this Pay Envelope for Wayne Dealers! | 
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Lem Jones Discovers Way to Stop 
Seed Trading Among Farmers 


Plan Wins Back His Prize Customer 


in Cushing county, swung his 

truck into the driveway leading 

to the Hickory Grove feed store 
and alighted to find Lem Jones, pro- 
prietor, extending a welcome hand. 


Bill was always good news to Lem 
Jones at this time of the year. His 
arrival meant a juicy order for seeds 
which helped immensely to bolster the 
profit columns for the spring season. 


“Hello, Bill,” greeted Lem. “Glad 
you came. I’m just making up my or- 
der for seed corn and alfalfa and I’d 
like to know how much I can plan 
on you for this year.” 


No Sale for Lem 


“Wa-a-l, Lem,’ Cartwell spoke, 
“things are pretty tough this year and 
I decided not to lay out any money for 
seeds. You see, Charlie Clark, my 
neighbor, has a good supply of seed 
corn on hand and some good alfalfa 
seed and I agreed to trade with him 
for some barley and oats. Sorry, Lem, 
but that’ll save me a lot o’ money, and 
we've got to watch our pennies pretty 
close these days.” 


Long after Bill Cartwell had depart- 
ed with an order of two bags of mash, 
a paltry amount compared to his usual 
purchase, Lem Jones brooded over the 
loss of his usual seed sale. Endeavor- 
ing to alleviate his disappointment, he 
strolled through the warehouse, and 
found Mickey bending over a glass cov- 
ered box he had placed in the path of 
the sunlight streaming through one of 
the windows. 


“Now, what in the blazes are you 
doin’?” thundered the irritated proprie- 
tor. “Haven’t you got enough to do 
around the office without puttering 
around back here? What have you got 
_in that box?” 


Mickey Reveals Experiment 


Mickey straightened and looked up 
timidly at his boss. 


“Do you remember that alfalfa seed 
we bought from Charlie Clark about a 
month ago? Well, I took some of the 
seeds that we got out of it by running 
it through the cleaning machine before 
we shipped it away just to see what I’d 
get. I put a piece of glass on the box 
and set it where the sun could shine 
on it and now look what’s happened? 
There’s a couple of Canada thistles 
springing up and some mustard and 
other funny things that I never seen 
before. I just heard you talkin’ to Bill 
Cartwell and he said he was gonna 
trade Charlie Clark for some of his 
alfalfa seed and wouldn’t buy any from 
us. Why don’t you show him these 
weeds and maybe he won’t be so 
anxious to make the trade.” 

“Will you let me run my own busi- 
ness, and take care of that sweeping 
in the office?” growled Lem, turning 
his back upon Mickey and disappearing 
in a fury into his office. 


As he sat gazing disconsolately out 


B«. Cartwell, largest seed buyer 


By Emil J. Blacky 


of the window, however, Mickey’s sug- 
gestion about displaying the weeds in 
the box to the farmers kept popping 
into his mind. He reached for the tele- 
phone and called the Hickory Grove 
Bugle advertising solicitor. 

Runs Special Seed Ad 


When the paper went into the mails 
on the following morning it carried an 
advertisement occupying a half page of 
space. “Free Seed Cleaning,” the ad 
announced. “Bring your grain to our 
mill and we will clean it absolutely free 
of charge. . . . Two 100 pound bags 


EM JONES of Hickory 
Grove, like other practical 
feed dealers, encounters 
many problems which he is 
compelled to overcome. More 
interesting stories about him 
and his adventures will be 
ublished in future issues of 
he Feed Bag. Watch for 
them. 


of poultry mash will be given to every 
farmer whose seed is proved by our 
cleaning method to be absolutely free 
of weeds.” 


News of Lem Jones’ free seed clean- 
ing offer spread like wildfire. The 
Hickory Grove feed store for weeks was 
a veritable beehive. Even Spot, the 
warehouse cat, was compelled to ad- 
journ to a distant alley for her after- 
noon bask in the sunlight. 

The soles of Mickey’s shoes fairly 
smoked as he dashed between the ware- 
house and office and responded to the 
commands of his boss. In a conspicu- 
ous place at the entrance to the ware- 
house reposed the glass encased box 
of weed plants. “This Is What You 
Get When You Plant Uncleaned Seeds,” 
a huge placard attached to it read. The 
farmers stopped, read the message, and 
scrutinized the plants. They said noth- 
ing but the point went home. 

Bill Cartwell Arrives 

It was Saturday morning when the 
occasion for which Lem Jones had pa- 
tiently awaited took place. Bill Cart- 
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well swung into the driveway, his truck 
sagging under the weight of a load 
of barley. 

“Good morning, Lem,” the farmer 
greeted. ‘Looks like you’re doing a 
rushing business these days.” 

“You bet we are,” returned Lem, 
pumping the hand of his prize customer. 
“By the way, I’d like to have a little 
chat with you.” 

Grasping Cartwell by the arm he led 
him into the warehouse, paused before 
Mickey’s weed box and pointed to the 
placard. Bill Cartwell read it and his 
face registered alarm. 

“T’ll bet it would surprise you if I 
told you where these weeds came from,” 
spoke Lem. “Well out of none other 
than Charlie Clark’s alfalfa seed, the 
lot which you are planning to trade 
with him for your barley.” 

“Is that so?” exclaimed Cartwell. He 
was visibly impressed. 

“Do you know that 90 per cent of 
the seeds grown on farms today which 
are replanted and traded among farm- 
ers are infested with weeds?” continued 
Lem, producing a folder from the state 
agricultural experiment station to sub- 
stantiate his point. “Every time you 
put such seeds into the ground on your 
farm you're losing money and you can’t 
afford to do that these days.” 

“Now, I’ve got a proposition to make 
to you. How many bushels of barley 
have you got out there on that truck?” 

“About 100,” replied Cartwell. 

“T'll pay you the market price for 
it today and give you credit for it 
against your seed bill on corn and al- 
falfa if you’ll place your order with me 
again this year,” hurriedly offered the 
Hickory Grove feed dealer. 

Deal Goes Through 


“That’s a deal,” responded Cartwell. 
“Put me down for 100 bushels of corn 
and ten bushels of alfalfa.” 

That afternoon Lem Jones summoned 
Mickey to his desk. 

“Well, Mickey,” he said, “we’ve had 
a pretty good month. In fact, we're 
going to sell more seeds this year than 
we ever did before, and just to show 
you that my heart’s in the right place, 
some time along in May I’m going to 
give you a day off to go fishing.” 

“Gee, that'll be great,” returned 
Mickey, beaming from ear to ear. 

Spot, the warehouse cat, brushed 
against his leg and mewed plaintively. 

“Sure, you can have a couple of those 
fish, too,” assured Mickey, patting her 
affectionately, as Lem Jones fingered 
his order sheets and smiled contentedly. 


H. N. VREDENBURG, Sprout, 
Waldron & Co., Muncy, Pa., recently 
returned to his desk after an extensive 
trip through Virginia, North Carolina 
and West Virginia. 


L. W. KAUFMAN has taken over 
the management of the Smoot & Co. 
feed store, Anna, IIl 
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to Him 


Proteins Bunk 
Wanted Pure Bran 


Despite all of the educational work 
which has been done to acquaint the 
public with the merits and feeding value 
of various ingredients bran is just bran 
and nothing else but to some people. 


E. K. Bottume, manager, Davis Grain 
Co., Noroton Heights, Conn., relates an 
amusing incident which happened at his 
plant several days ago. 

A wealthy horse man drove to the 
mill and inquired about pure bran. He 
was told that the company would gladly 
supply his needs and asked to see the 
product. Glancing at one of the tags 
attached to the sack he paused in aston- 
ishment. 


“This is not the kind of bran I want,” 
he said. “Someone has put protein, fat 
and fiber into this stuff. What I want 
is pure bran.” 

Needless to say Manager Bottume ex- 
plained that these additions were per- 
fectly harmless, landed his order and 
sent the customer away happy. 


FRENCH LICK AGAIN 

The 25th annual convention of the 
American Feed Manufacturers associa- 
tion will be held at the French Lick 
Springs hotel, French Lick Springs, 
Ind., June 1 and 2, L. F. Brown, sec- 
retary, announces. The three days’ ses- 
sion held in previous years, has been 
cut to two days. The quality of the 
program will not be impaired, however, 
Mr. Brown reports. 


Pure CANE 


CANE MOLA 


REG. U. S. A. PAT. OFF. 


FOR FEED MIXING 


Tank Cars and Barrels 
Quality and Service Guaranteed 


SOUTHGATE MOLASSES Co., INC. 
NORFOLK. 


MOLASSES 


VIRGINIA 


Washington Feed Dealers 
To Meet February 21 


Members of the Feed Dealers Asso- 
ciation of Washington will toss their 
problems into a melting pot at the fifth 
annual meeting of the organization, 
which is to be held at the Winthrop 
hotel, Tacoma, Thursday, February 21. 


Speakers on the program include C. 
W. Sievert, American Dry Milk Insti- 
tute, Chicago; T. W. McDevitt, Los 
Angeles; Lester Livengood, Spokane, 
and officers of the association who will 
give brief messages of special interest 
to the trade. 


The annual banuet will be held in 
the evening and features of an enter- 
taining as well as a serious nature, will 
be presented. Floyd Oles, secretary of 
the association, who is directing ar- 
rangements, invites all Washington and 
Oregon feed dealers to attend. 

“Let’s all get down to Tacoma on 
the 21st,” he says, “pour our troubles 
into a melting pot and see what we can 
take out of it that will help smooth 
out some of the rough spots for the 
rest of 1933.” 


FRANK S. SHEETS, president and 
treasurer, Sheets Elevator Co., and the 
G. E. Conkey Co., Cleveland, Ohio, 
was elected to head the Grain and Hay 
exchange of the Cleveland Chamber of 
Commerce at a recent meeting. Other 
officers chosen were E. W. Kline, Nick- 
el Plate Elevator Co., vice-president; 
E. E. Brott, Sherwin-Williams Co., 
treasurer, and K. L. Hardy, Fairchild 
Milling Co., secretary. 


Two sizes: 
No. 1— 
50 cubic feet 
No. 2— 
100 cubic feet 
capacity 


EUREKA JUNIOR 
VERTICAL MIXER 


Loading 
hopper placed 
either above 
or level with 
the floor. 


A new addition the Eureka line— 


DEALERS WANTED 


Now is the time 
totakeon this 
profitable line 


VITA BRAND 


LIVER OIL 


(Trade Mark Registered in U.S. and Canada) 
is a big seller to poultrymen especially at this season, 
on account of reduced sunlight. 


It gives RESULTS, because it is biologically-tested for 
Vitamin ‘“‘D” and chemically tested for Vitamin ‘‘A’’. 


8th year on the market. 


We have representatives in most States. 
you the name of the one nearest you. 


Let us send 


a lew price mixer for economical and 
efficient batch mixing. Write teday 
for prices and full details of the Eureka 
JUNIOR. 


S. HOWES CO., INC. 
SILVER CREEK, N. Y. 


Some territory still open. If interested, write us quickly. 


We also produce 
“YOCUM YELLOW” Cod Liver Oil 


YOCUM FAUST, LIMITED 


DEPT. 23, LONDON, CANADA 
‘Pioneers in Vitamin-tested Cod Liver Oils” 
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J. E. Musgrave 


Quisenberry Reorganized 
By J. E. Musgrave 


J. E. Musgrave, former vice-president 
of the Quisenberry Feed Mfg. Co., Kan- 
sas City, Mo., has reorganized the firm 
under the name, Quisenberry Feed Pro- 
ducts Co., with himself as president and 
general manager of the new concern. 
An extensive sales program and addi- 
tional dealer cooperation has been an- 
nounced. 

“We believe 1933 will be a good year 
for manufacturers who maintain quality, 
especially in poultry feeds,” Mr. Mus- 
grave said. “The tendency to sell on a 
price basis at a sacrifice of quality can 
only mean chaos and turmoil to the 
manufacturer and the poultry raiser. 
Therefore, we will stick to our well- 
known policy of quality first, keeping 
in mind that the poultry raiser’s suc- 
cess depends to a large extent upon the 
quality of the feed used.” 


F. J. BRADFORD, vice president 
and general manager, Vitality Mills, 
Chicago, has announced the following 
additions to his sales organization: Rus- 
sell Trumpy, formerly with Allied Mills, 
Inc., to work in Wisconsin; W. A. Hu- 
chinson, formerly with Arcady Farms 
Milling Co., to work in central Penn- 
sylvania, and H. H. Cunning, formerly 
with Shellbuilder, Inc., to work in cen- 
tral Illinois. 


WISCONSIN 

George Vandelist, Spring Valley, has 
taken over the Farm Service Co. store 
at this point. 

Charter Oak Milling Co., Black River 
Falls, is planning to install new mach- 
inery and remodel its plant. 

Junkman Elevator Co. plant, Belden- 
ville, was destroyed by fire recently 
with a loss estimated at $7,000. 

Mrs. Violet Keefe, mother of Leon- 
ard J. Keefe, Milwaukee grain man, died 
at her home in that city January 10. 


W. H. BOWDISH, Readlyn, Ia., has 
sold his mill and elevator to F. C. Buhr. 
The business will be operated by Mr. 
Buhr’s son, Dan. The membership held 
by Mr. Bowdish in the Iowa Millers 
& Feed Dealers association is being 
continued by the new owner. 


Business Clinics to Feature 
Federation Convention 


(Continued from Page Nine) 


reservations before February 15. 

At the banquet, the newly created 
advisory board will be introduced. Only 
past presidents of the organization are 
eligible for membership on the board 
which at present comprises George 
Strong, chairman; Reeve Harden and 
W. Sanford Van Derzee. 

The business sessions wili continue on 
February 22 at 9:30 a. m., when the 
discussion of business problems will be 
resumed. Charles H. Baldwin, commis- 
sioner of agriculture and markets, and 
Kenneth L. Fee, director of the food 
control bureau, will be among the 
speakers. There will also be represen- 
tatives from New Jersey and Pennsyl- 
vania whose names will be announced 
on the program that will be mailed to 
the merchants before the convention. 

Judge Harper Returns 

Judge Roscoe C. Harper will again 
be a speaker, using the subject “Whys 
and Wherefores of 1933.” Judge Har- 
per was given an invitation to return 
when he spoke at the convention last 
year and almost every letter that has 
been received by the committee this 
season has asked if he was to be on 
the program. 

The feed merchants are requested to 
bring to the convention copies of their 
most satisfactory advertising material 
and news bulletins. These will be dis- 
played during the business discussions 
and wili become a part of the federa- 
tion collection. 

Headquarters for the convention will 
be at the Hotel Onondaga where re- 
duced room rates will be available to 


INDIANA 

Arthur H. Snyder, A. H. Snyder Feed 
& Grain store, Michigan City, is run- 
ning as a candidate for mayor of his 
city on the democratic ticket. 

Aaron Cornelius, Whitcomb, has pur- 
jot the Yum Yum feed mill, Brook- 
ville. 

Noble Clawson & Sons have opened 
a new feed store at Independence. 

W. W. Pearson has purchased the 
Urmston elevator, Galveston. 

Newland Akin, feed dealer at Ingle- 
field, is slated for appointment as high- 
way superintendent of his county. 

Ace feed store, Indianapolis, Ind., re- 
cently celebrated its first anniversary by 
holding a special sale. It was pur- 
chased a year ago by R. C. Fiscus and 
son, and was formerly known as the 
Mt. Jackson feed store. 

Bourbon Elevator & Feed Mill, Bour- 
bon, recently treated its customers to a 
free movie and educational talk on pro- 
per feeding. A large crowd attended. 

James W. Bashia, Farmland, has 
taken over the coal business formerly 
operated by the late Mrs. W. W. Thorn- 
burg and will operate under the name 
Thornburg Feed & Coal Co. 

H. H. Crawford Lumber Co., Mitch- 
ell, Ind., has purchased the feed, retail 
coal and lumber business operated by 
J. Frank Collier. 

Nowak Milling Corp. elevator, Ham- 
mond, Ind., which was recently dam- 
aged by fire is being rebuilt. 
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all delegates. Several rooms have been 
reserved at drastic reductions and will 
be held exclusively for our members as 
long as the supply lasts. Merchants are 
urged to make immediate reservations 
direct with the hotel. 


Several inquiries have been received 
asking if ladies may attend the con- 
vention. No special program has been 
developed for the ladies but they may 
attend the banquet and the luncheons 
and a parlor has been reserved for them 
on the mezzanine floor where they may 
meet and play cards. Syracuse offers 
excellent shopping facilities and has un- 
limited opportunities for amusement. 


President’s Theme Song 


President McIntyre is determined to 
make this the most valuable conven- 
tion ever held by the federation and is 
sparing no expense and effort to accom- 
plish that result. He has extended to 
every feed merchant, whether they are 
members or not, an urgent invitation to 
attend and share in the business build- 
ing program. 

In keeping with the ambitions of 
President McIntyre, the theme song for 
the convention will be a new version 
of “Happy days are here again.” Every- 
one will be singing: 

Happy days are here again, 

The business skies look clear again, 
Soon good times will be here again, 

Happy days are here again. 

Soon the orders will be coming, 
Then we'll keep the feed mills hum- 
ming, 
No bad bills to keep us drumming, 
Happy days are here again. 


IOWA 

W. J. Banning, manager and resident 
partner, of the D. Milligan Co., Farlin, 
sustained severe injuries when his hand 
was drawn into a sprocket chain. 

Robert Johns, manager, Farmers El- 
evator Co., Eldora, proved to be too 
clever for a swindler who rushed into 
his office and informed him that his 
truck was stalled several miles from the 
city and that he needed $45.00 to have 
it towed to the garage. Mr. Johns in- 
formed the stranger that he did not 
have the cash but would step across 
the street and get it from his friend. 
Instead he notified the sheriff who took 
the man into custody. It was later 
learned that the swindler had worked 
his racket successfully on another ele- 
vator manager in the state. 

Vestal Thackery, Swea City, has 
turned his interest in the Swea City 
feed mill back to the original owner, 
Mrs. R. Felkey, Estherville. 

Good Bros. elevator, McPaul, was re- 
cently destroyed by fire. 

Robert R. Tice, Monroe, has sold a 
half interest in his feed and grain busi- 
ness to William LeGrand. 

Rudy LaFare, Mt. Pleasant, has 
opened a custom grinding mill and feed 
store. 

Fred Cook, Corydon, is constructin 
a new building to house his grain me 
feed business. 

The Farmers Cooperative association, 
Irvington, changed its business to a 
cash basis, effective January 1. 
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OHIO 

W. D. Rapp & Son elevator, Melvin, 
has been purchased by R. P. Barrett 
& Son, Wilmington. The business will 
be conducted under the name Melvin 
Grain Co. 

Windham Feed & Coal Co., Wind- 
ham, has been organized by W. L. 
Cook, Helen Paul, Edith Cook, Henry 
E. Paul and Howard H. Knapp, and is 


capitalized for $10,000. 

Gessell Milling Co., McConnelsville, 
has opened a new feed store and mill 
at Malta. 

George D. Woodman, Norris Grain 
Co., Toledo, was elected president of 
the Toledo Board of Trade at the an- 
nual meeting held recently. Other of- 
ficers chosen were William Savage, Im- 
perial Grain & Milling Co., first vice 


“‘All your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


FAIRMONT CREAMERY co Dried Buttermilk 
JOHN F. CRAIG & COM PANY, Philadelphia, Pa........... Blackstrap Molasses 
MUTUAL RENDERING COMPANY, Philadelphia, Pa. ............ .. Meat Scrap 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................ Oyster Shells 
THREE MINUTE CEREALS CO., Cedar Rapids, Ia...................... ed 


Oatfe 
FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal... Aifalfa Leaf Mea\ 


Only ONE 


UISENBERR 


The original, genuine proved 
and tested line of feeds bearing 
the trademark shown here, stand 
alone. There is no other. Thou- 
sands of poultry raisers and farmers 
prefer Quisenberry Quality because of 
successful feeding results. Hundreds 
of dealers know the difference, too. 


minnadunbaned by QUISENBERRY FEED PRODUCTS CO. 
3rd and Broadway Kansas City, U. S. A. 


SUCCESSOR TO QUISENBERRY FEED MFG. CO. 


\\ 


MIXED FEED 


= Wheat Low Grade Flour, Red Dog,’ 
Middlings, Bran, Screenings 
not exceeding mill run ol 


— ST. PAUL, MINN. ——— 


CAPITAL FLOUR MILLS, 


MINNEAPOLIS, MINN. 
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Queen Wheat Feed 
Cherokee Middlings 
Mid-Dog Middlings 


ee Your trade will appreciate 
these quality feeds, and in- 
crease your volume of busi- 
ness which means increased 
number of customers and 
larger profits .. These quality 
feeds are manufactured in our 
own mills. 


Inc. 
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president; Samuel L. Rice, Metamora 
Elevator Co., second vice president; W. 
A. Boardman, East Side Iron Elevator 
Co., treasurer, and Alfred E. Schultz, 
secretary. 

Barnesville Milling Co., Barnesville, is 
planning to spend approximately $1,500 
in modernizing its plant this year. 

Karl E. Buckley, manager Buckley 
Bros. Elevator Co., Wilmington, was se- 
verely injured and burned about the 
face and hands when a truck which he 
was driving skidded, overturned and 
burst into flames. 


WRIGHT HEADS ACME 


E. H. Wright was elected president 
of the Acme Milling Co., Olean, N. Y., 
at the regular annual meeting which 
was held January 27. Other officers 
chosen were Prof. J. F. Lantz, vice 
president; M. L. Walldorff, treasurer, 
and Marion H. Langworthy, secretary 
and assistant treasurer. C. S. McGavern 
is general manager. The firm reported 
a substantial increase in tonnage for 
1932. 


ARCADY CONTEST 
Arcady Farms Milling Co., Chicago, 
is conducting a sales contest among its 
dealers. Winners will be awarded a 
trip to the Century of Progress exposi- 
tion in Chicago this summer. 


J. W. McCARDLE, a well-known In- 
dianapolis, Ind., grain dealer and until 
recently a member of the state public 
service commission, is the proud father 
of a baby boy, born January 20. 


“HOTEL - 


at the Gateway 
MINNE APOLIW 


When in MINNEAPOLIS 
why not gratify that long felt 
want of an atmosphere of 
friendliness, comfort and re- 
laxation by staying at the 
NEW NICOLL ET. 


Six hundred rooms complete 
in every detail at exception- 
ally reasonable rates. Rest- 
ful beds. 


Moderately priced Restau- 
e tant and Coffee Shop. : 


Three blocks: from both 
depots. 


Tourist Bureau directly. op- 
posite, 


we CLARK, 
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Modern Grinder Installation 


W. C. Stephan, Pine City, Minn., who 
is shown in the above photograph stand- 
ing second from the left, announces 
that he has taken over the management 
of the Pine City Mill. In addition to 
his new duties Mr. Stephan reports 
that he will continue his connection as 


representative of the Strong-Scott Mfg. 
Co., Minneapolis, Minn. The machine 
shown above is the first installation of 
a pneumatic attrition mill manufactured 
by the firm. It is operated by the Cam- 
bridge Mill & Feed Co., Cambridge, 
Minn. 


PULVERIZED 
OYSTER SHELL 


The staple mineral for Feeds 


MYLES 
LOUISIANA SALT 


‘“‘Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


Mixed Cars 


Quick Turnover 


3 


Advertised 
Products 


Marblehead “98” 


There is a decided advantage in using 
Pulverized Oyster Shell in your poultry 
mash and dairy feeds against other forms 
of mineral. It is 99 25/100% pure Cal- 
cium Carbonate, containing no poisonous 
elements. Its use improves egg produc- 
tion and promotes good health. 


Using it and saying so give you a ‘sales 
advantage. 


May we quote our price? 


PILOT BRAND and REEF BRAND 
Crushed Oyster Shell for poultry are 
now quoted at a very low price. Their 
quality is the same. 


OYSTER SHELL PRODUCTS CORPORATION 


1 Broadway Shell Bldg. London, 
New York St. Louis England 
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(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


Send for 
Booklets 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEEDS AND FEEDING 


complete illustrated edition of Feeds 
and Feeding by Professors . Henry and 
F. B. Morrison for sale by The Feed Bag at $4.50 
per copy, f. 0. b. Milwaukee. Special price for 
one copy of Feeds and Feeding in combination 
with a one F ge wd subscription to The Feed Bag 
$5.50. Send check or money order with order to 
THE FEED BAG, Milwaukee, Wis. 


POULTRY BOOKLET 

An interesting booklet entitled “From 
10 to 100 Per Cent Increase in Poultry 
Profits” has been issued by the Health 
Products Corp., Newark, N. J., manu- 
facturers of Clo-Trate, concentrated cod 
liver oil. It contains an explanation of 
the value and functions of vitamins in 
poultry raising and egg production and 
gives details of the process of manufac- 
turing concentrated cod liver oil. Copies 
may be obtained free from the Health 
Products Corp., Chicago, Ill., or New- 
ark, N. J. 


H. L. BEECHER, president, Eagle 
Roller Mill Co., New Ulm, Minn., left 
January 27 for St. Petersburg, Fla., 
where he intends to remain for some 
time to recuperate from his recent ill- 
ness. 


NEW DOG FOOD FIRM 

Prize Winner Dog Food Co., 342 
North Water street, Milwaukee, has 
been organized with a capital stock of 
$20,000 to manufacture and distribute 
canned dog foods. Officers of the com- 
pany are J. C. Lukens, H. A. Smith 
and V. R. Manville. The manufactur- 
ing and packing plant of the firm is 
located at Oostburg, Wis. 


Deutsch & Sickert Co. 


Feed and Grain 
Chamber of Commerce Milwaukee, Wis. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLO . MILLFEED 
OILMEAL, ETC. 
502 Corn Exchan 
MINNEAPOLI 
“‘Stand by 


Bldg. 
INN. 
tan’’ 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF. 


Mother’s Best Fiour 


Established 1892 


FRANKE GRAIN CO. 


Incorporated 


GRAIN AND FEED 


FOR BEST 
RESULTS 


| ALWAYS CALL 
MINNEAPOLIS 
BRIDGEPORT 1231 


LEARY GRAIN COMPANY 


M. G. Rankin & Co. 


GRAIN AND FEED 


AGENTS IN WISCONSIN 


Keokuk Corn 
Gluten 


High in Protein—Low in Price 


Chamber of Commerce Blidg. 
MILWAUKEE. WISCONSIN 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
SPECIALIZE IN 
GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 


Dried Skim Milk 
Dried Buttermilk 


STRAIGHT CARS—MIXED CARS 
LCL Lots (Spot Milwaukee) 


Write, Phone or Wire for Our 
Delivered Prices. 


WISCONSIN DAIRY PRODUCTS CO. 


Daly 6704 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 


Write for our prices in straight 
and mixed cars with bran, midd- 
lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co 


TRY US. 342 N. Water St. Milwaukee, Wis. 
anity Fair Time to think about 


e Pearl Grit 

ePeat Moss 

eDried Buttermilk 

e Nopco Cod Liver Oil 


Get Our Prices 


FEED SUPPLIES, INC. 
506 Chamber of Commerce 
Milwaukee Wisconsin 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
EstasiisHep 1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 
522 N. MILWAUKEE STREET 
Puone l 076 MILWAUKEE 
Broapway WISCONSIN 
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and Sell 
Original 
“LIMESTONE 


Powered Lime 


PEARL, PRODUCTS 


Quality Proved Since 1893 
Our National Consumer Advertising Will 
Help Your Sales. 
Write for our Dealer Plan and Sales Helps. 
PEARL GRIT CORP. 
Piqua, Ohio 


CRIT | 


PUR compotion 


Dept 


/PEARLTO 
POULTR' 

 &g Milwaukee Wisconsin — 


Pick Lingham to Head 


Millers Federation 


Fred J. Lingham, president, Federal 
Mills, Inc., Lockport, N. Y., has been 
recommended for the office of president 
of the Millers National federation by 
the organization’s nominating commit- 
tee. Members will vote by mail and are 
invited to choose Mr. Lingham or sig- 
nify any other person whom they desire 
for the office. Ballots will be received 
by Herman Steen, secretary of the fed- 
eration, during February and will be 
counted on March 1 

Mr. Lingham enjoys a wide acquaint- 
ance in the milling industry and was 
elected president of the federation in 
1918. He was able to serve only a few 
months in this capacity, however, be- 
cause of his subsequent appointment as 
head of the milling division of the Unit- 
ed States food administration. 


Woodworth Is Honored 
As Seed Grower 


Richard P. Woodworth, vice-presi- 
dent, Woodworth Elevator Co., Minne- 
apolis, was presented with a gold medal 
and given the title of “premier seed 
grower” by members of the Minnesota 
Crop Improvement association, at a 
meeting held at the University farm, St. 
Paul, January 19, in conjunction with 
the farmers’ and home makers’ week 
program. 

Mr. Woodworth is the second man to 
be honored with this title and to receive 
the gold medal, the first honor having 
been conferred upon Dr. Andrew Boss, 
of the university farm. The medals 


COCA MOLA 


(DRIED MOLASSES) 


Now you can add Mo- 
lasses to Dairy Rations 
and Poultry Mashes, 
without expensive mix- 
ing machinery. 


Coca Mola 


Runs freely like any 
other feed. 


Sacked in 100 Ib. bags. 


BUCKEYE CEREAL CO. 


WISCONSIN DISTRIBUTOR 


LaBudde Feed & Grain Co. 


were provided under the supervision of 
the University of Minnesota. 


Mr. Woodworth has been identified 
with the grain business in Minneapolis 
for the past 43 years and has constantly 
strived to improve the quality of crops 
produced in the Northwest and is at 
present chairman of the Northwest Crop 
Improvement association. He was se- 
lected for the honor upon the sugges- 
tion of farmers in close contact with the 
work of the Minnesota Crop Improve- 
ment association and was highly com- 
mended for his efforts in behalf of agri- 
culture. 


ROSPLOCK BROS., Arpin, Wis., 
have rented the village community hall 
and will open a feed store and hatch- 
ery in the building. 


Personal Attention 


Ship To 
Roy |. CAMPBELL 


Commission Merchant 


GRAIN and SEEDS 


Chamber 
of Commerce 


Milwaukee 
Wisconsin 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


Lat more of it~ 


Its QUALITY 
Lowers Its COST 


Marden’s Certified Cod Liver 
Oil is a “‘quality” oil. It sup- 
plies both ‘“‘A” and ‘‘D”’ vita- 
mins in their full, natural 
strength and balance. You 
use less of it per feed ton. One- 
half of one per cent supplies 
the essential vitamin potency 
for best results. For economy 
and sound ‘satisfaction use 
MARDEN’S in your finest 
feeds. 


Write for booklet and 
low quantity prices now. 


MARDEN’'S 
Cod Liver Oil 


MARDEN- WILD Corp. 


512 Columbia St., - Somerville, Mass. 
212 East Ohio St., - Chicago, Ill. 
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Pecos Valley Alfalfa Mill G3 


Hagerman,N.M. 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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RIEBS VIEW 


Vol. 1, No. 2. 


February, 1933 


Milwaukee, Wis. 


We Don’t Sell Truckers 


Riebs Policy 
Helps Protect 
Retail Dealer 


There been 
much discussion of late 
among dealers in all 
parts of the country 
about the serious in- 
roads that direct 
trucking competition 
is making into their 
business. It is gener- 
ally agreed that some- 
thing should be done 
about the situation 
and The Riebs Co. is 
heartily in accord with 
any movement that 
will tend to solve the 
problem. 


Truckers will exist 
as long as they can buy 
feed and grain from 
the jobber or manu- 
facturer and find a 
market for it by ped- 
dling it to dealers or 
direct to the farmers. 
The solution to the 
situation, it seems, 
would be, first to stop 
the source of supply 
for the truckers and 
second to cut off their 
market on the selling 
end. 


Daly 0336 


For PROMPT SERVICE 
and RIGHT PRICES 


PHONE 


RIEBS 


Milwaukee 


The Riebs Co. never 
has sold grain or feed 
to truckers. We be- 
lieve that the soundest 
and best method of 
distribution is through 
the legitimate retail 
dealer and shall con- 
tinue to follow our 
policies in this respect. 

Dealers, too, should 
decline to do a 
with the truckers. 4 
encouraging them wit 
purchases they are 
only inviting competi- 
tion, for as soon as the 
trucker has the dealer 
stocked with grain and 
feed he will go to the 
farmers and sell it di- 
rect. 

The trucking situa- 
tion is indeed serious 
but with dealer, job- 
working it 
can be stifle 


business of selling feed 
to the farmers will re- 
main with the retail 
feed dealer where it 
rightly belongs. 


Demoted 

Tourist: “Is the 
castle open for visit- 
ors?” 
Attendant: ‘Yes, 
sir. Ishall be glad to 
show you about, sir.”’ 

Tourist: ‘*Never 
mind. I used to be 
king here.”’ 


Wasted Effort 


Mrs. Brown: “I saw 
Mary kissing the milk- 
man this morning.”’ 

Mr. Brown: ‘Good 
heavens! Wasting 
her time on him when 
we owe the butcher 


and the | $5.00 


Published Monthly by The Riebs Co., Milwaukee 


UNEQUALLED 
CONVENIENT 
LOCATION 

and 


YOU CAN DRIVE 
YOUR CAR 


RIGHT INTO 
HOTEL SHERMAN 
GARAG' 


Chicago's most interesting note! offers you 
unequalled luxury at low rates. Inthe heat © 
of Chicasos Rialto with its brilliant night life- 
close to stores, offices and railroad stations. 


_SHERMAN_ 
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HOME OF THE COLLEGE INN 
CHICAGO'S BRIGHTEST SPOT 


Every 
Buyer of 


A-C Feeds 


knows from experience, that these feeds 
are based on Quality—and are guaranteed 
to produce results at a reasonable cost. 


It is easy to get ‘repeat orders” on A-C 
POULTRY & DAIRY FEEDS, for con- 
sumers realize their value. 


Live Dealers—here is your 


“An A-C opportunity to build up a busi- 


Feed for ness that will substantially in- 
every crease your volume. 
need’’ MIXED CARS, WITH FLOUR AND 


© MILL FEED OUR SPECIALTY. ® 


Write for prices and samples. 


ISCONSIN MILLING CO. 


Menomonie, Wisconsin 


More “Jay Bee” 
Mills in the 
Milling Industry 


Than All ear 
Hammer Mills Continued” 


PREPONDERANCE OF EVIDENCE has 

Why! : roved that the “JAY BEE” mill grinds 

cone, costs less to operate per ton of 

grinding, lasts longer, costs less for upkeep and repairs. 

Bossert-made “JAY BEE” mills, in the severest competi- 

tive tests, have proved their greater grinding superiority 

and economy. No maninthe milling or custom grinding 

business can be fair to himself without carefully inves- 
tigating the “JAY BEE” before buying a grinder. 


Sizes and styles to meet every grinding requirement: 12 H. P. to 
125 H. P. with belt, V-belt and direct-connected drives. 


Batch mixers, molasses mixers, corn crackers. 
Write for descriptive literature, prices, terms, etc. 


“JAY BEE” 


The World’s Greatest Feed Grinder 


J. B. SEDBERRY, Inc. 61 Hickory Street, Utica, N. Y. 
J.B. Sedberry Co., 819 Exchange Ave., Chicago, Il. 
Jay Bee Sales Co., 319-325 Live Stock Exchange Bldg., Kansas City, Mo. 
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HERE’S PROOF 
of what CLO-TRATE ean do 


in Promoting Growth 


RR™ puny runts to robust health 
in 13 weeks is the story of 35 
White Leghorns from the flock of Max 
Bogner, of Belle Meade, N. J. Mr. Bog- 
ner has written to tell us how pleased he 
is with the way CLO-TRATE brought 
these birds back to top form. 


At ten weeks, these birds were just 
plain runts, although they had received 
the same feed, with 114% of straight cod 
liver oil added, that seemed entirely 
satisfactory for his other birds. Before 
disposing of the runts for what they 
would bring, he decided to see what 
CLO-TRATE would do for them if fed 
at the recommended level of 14 of 1%. 


NO RUNTS HERE! 


Here’s a group of Max Bogner’s ‘“‘ex-runts,’’ photographed at his farm on Jan. 5, 1933. 


Accordingly he replaced the straight oil 
in their regular feed with CLO-TRATE 
at 14% level. At 23 weeks, the CLO- 
TRATE-fed birds were strong and vigor- 
ous. They had vivid red, lopped combs, 
definitely healthy yellow piginentation 
and feathering with a fine sheen. The 
other birds which were kept on colony 
range and received 114% cod liver oil were 
not so vigorous. Their combs and pig- 
mentation were pale and their feathers 
ruffled. The CLO-TRATE-fed runts had 
gained so rapidly that at 23 weeks there 
was practically no difference in -weight 
between them and the rest of the flock. 


Mr. Bogner conducted this test during 


the late summer and early fall and has 
kept careful check on these ‘“runts”’ 
ever since. They are in fine physical 
condition and the pullets are doing a 
splendid egg production job, averaging 
consistently over 60%. 


Mr. Bogner’s experience shows in a 
striking way the growth-promoting, 
health-building properties of CLO- 
TRATE which supplies both Vitamins 
A and D of cod liver oil so efficiently, 
economically, and with a minimum of 
objectionable fats. Begin now to add 
CLO-TRATE to your feeds! 


Write today for further information 
and quotations. 


HEALTH PRODUCTS CORPORATION 


Manufacturers of Pharmaceutical Specialties 


113 North 13th St., Newark, N. J. 


Reg. U. S. Pat. Off. 


323 West Polk St., Chicago, IIl. 


-TRATE 


CONCENTRATED COD LIVER OIL 
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THE HIGHEST PRICED FLOUR IN AMERICA 


AND WORTH ALL IT COSTS 


= and quality are the great 
essentials in the building of a 
satisfactory business. The dealer 
who wants to build for the future 
can go ahead steadily and surely 
with the backing of uniform 
known quality, strengthening the 
hold on his trade and gradually 
increasing the number of his 
customers. 


ALT 


Guaranteed 
Made only in Minnesota 
The great flour state 


MIDAS MILL 


MINNEAPOLIS, MINNESOTA 


OVER 1,000,000 BARRELS YEARLY PRODUCTION 


| THE GOLDEN TOUCH | 


